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Morfgage, Insurance 
Package Creates 
Stir Among Banks 


Many Existing Plans 
Being Refinanced at 
Lower Rates 


NEW YORK — Banks, savings and 
loan associations, and other mortgage 
lenders in various parts of the country 
are up in arms because of the success- 
iul sales efforts of agents specializing 
in life insurance sales combined with 
low interest mortgage loans. 

Basically the mortgage lending con- 
cerns are disturbed at the number of 
their mortgages which are being re- 
financed. They are chagrined by the 
loss of these mortgages on which they 
earn interest varying from 4.5% to 6%. 
The mortgage-plus-insurance package 


usually involves interest of 4%. The 
additional charge for the insurance 


covering the home owner still does not 
make the total greater than the inter- 
est charged by the banks or loan asso- 
ciations without the insurance coverage. 
Good loans at 4% are still favorably 
regarded by life companies, which, in 
the past few years, have had difficulty 
in showing an over-all net interest re- 
turn exceeding 3%. 


Grows Despite Credit Life 


The insured mortgage plan has had 
considerable success despite the recent 
great growth of credit life to cover 
bank loans. Some savings banks, in 
the mutual savings bank life states of 
New York, Connecticut, and Massachu- 
setts, have recently been advertising 
such programs although the $5,000 
S.B.L.I. limit cramps their activities. 

Typical of feelings of banks and loan 
associations is the following letter sent 
to persons having mortgage loans in the 
Stamford (Conn.) Federal Savings and 
Loan Assn. Stamford is near the rela- 
tively wealthy Greenwich section of 
Connecticut, from which many execu- 
tives commute to their offices in New 
York City. 


Text of Letter 


The letter, addressed to all of the 
loan association’s mortgagors states: 

“Remember the fable about the dog 
with the bone, who saw his reflection in 
the water? He saw what looked like 
a bigger, juicier bone and dropped his 
good bone. 

“If anyone should try to get you to 
give up your good Stamford Federal 
mortgage for some attractive appearing 
loan and life insurance scheme—beware. 

“Do not sign any commitment or 
pay Over any money (no matter how 
little) until you’ve had a chance to talk 
with us about the proposal. 

“If it is life insurance you particu- 
larly want, we can help you get much 
lower-cost protection and arrange the 
Payment in small monthly amounts 
along with your regular mortgage pay- 
ment, 

_ Again—we urge you not to be fooled 
oy what appears to be an attractive 
switch of your mortgage—it is quite 
the opposite—a costly change you can 
regret later on. 

_ “If you are offered such a scheme 
oy anyone, please come and see us, if 
you want to protect your interests 


3+ 
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Production Is at 
All Time High 


Sales for 6 Months Rise 
4%, for June 2%— 
Ordinary Off 1% 


Life insurance sales in the first six 
months totaled $11,359 million, an all 
time high and 4% greater than the first 
half of 1948, according to L.J.A.M.A. 


The total for June was $1,890 million, 
up 2% from a year ago, the same month. 

June, 1949, ordinary sales were $1,252 
million, an increase of 1% over the 
$1,244 million of June, 1948. June, 1947, 
production was $1,189 million. Group 
sales totaled $242 million in June, this 
year, up 3% from the $236 million of 
June, 1948, and compared with $316 mil- 
lion in June, 1947. Industrial totaled 
$396 million, a 7% increase over the 
$370 million of June, 1948, and compared 
with $382 million in June, 1947. 


Six Months Comparison 


For the first six months ordinary 
sales in the past three years totaled 
$7,387 million, $7,416 million and $7,362 
million, off 1% this year compared with 
last; group totaled $1,341 million, $1,241 
million and $1,591 million, up 28% this 
year over last, and industrial $2,349 mil- 
lion, $2,284 million and $2,406 million, 
up 5% this year over last. 

Although some companies have added 
to their agency forces in the past two 
years, the chief cause for the increase 
in business this year over last is said to 
be a general economic one. Consumer 
purchases were down in the first six 
months but savings of all kinds were up. 
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Name Speakers for 
NALU MDRT Hour, 
Women’s Luncheon 


Two top-flight producers, both of 
them life and qualifying members of 
the Million Dollar Round Table of the 
National Assn. of. Life Underwriters, 
have been selected to share the spot- 


‘ light on the M.D.R.T. hour at the 


N.A.L.U convention in Cincinnati, 
Sept. 16. 

Alden H. Smith, prominent producer 
for Northwestern Mutual in Nashville, 
and William D. Davidson, consistent 
big producer for the Equitable Society 
in Chicago, will form the speaking team. 
Paul W. Cook, Mutual Benefit, Chicago, 
and chairman of the round table, will 
preside. Theodore Widing, Provident 
Mutual, Philadelphia, is in charge of the 
program. All are C.L.U.’s. 

Three outstanding life insurance 
women will address the afternoon ses- 
sion for women agents Sept. 15. 

Margaret Divver, advertising manager 
of John Hancock, will be the lead-off 
speaker and will be followed by Har- 
riet Horton, key producer among Occi- 
dental’s women agents and a member 
of the Carvel Brown agency in Chey- 
enne, and Ethel Smith, regional manager 
for Great Northern Life at Cleveland. 
Norma F. Wasson will preside at the 
session. She is with Phoenix Mutual at 
Kansas City. 


Life Insurance Critic Dies 


S. Burton Heath, Newspaper Enter- 
prise Assn. correspondent who was killed 
in a plane crash in India along with 
many other prominent newspaper men, 
was the writer of a lengthy series of 
articles attacking industrial life insur- 
ance, which appeared in the New York 
“World-Telegram” about 10 years ago. 





Gayer G. Dominick, second from right, president of the Roosevelt Hospital, accepts 
a check from William L. Porte, Mutual Life agent, for the Patterson Memorial Fund 
in tribute to the late Alexander E. Patterson, who was a trustee of the hospital. Con- 
tributions to the fund are from field representatives of Mutual Life, from personal 
friends of the executive and from employes in the home office. The presentation took 
place in the Patterson room, the minor operating unit which the fund is setting up 
in the hospital. Pictured, left to right, are Dr. Madison B. Brown, executive vice- 
president of the hospital; Mr. Porte, who was chairman of the field representatives’ 
memorial committee; Roger Hull, vice-president and manager of agencies; Mrs. Eleanor 
M. Patterson, widow of Mr. Patterson; Mr. Dominick and Julian S. Myrick, retired 


second vice-president of the company. 


Trust Companies 
Making Inroads 
in Pension Field 


Use Private Placements 
to Increase Earnings 
on Trusteed Funds 


NEW YORK — Home office group 
executives have become _ increasingly 
concerned at the inroads made in the 
group annuity and pension field by trust 
companies. Though the latter entered 
the pension field only about 10 years 
ago, their greatly increased volume of 
business since the war has made trust 
companies a major competitive element. 
_ This competition has not only been 
felt in new sales, but has also resulted 
in the loss of some already insured 
groups to trust companies. The com- 
petition is felt mostly on big cases where 
the uninsured plan is much more suc- 
cessful, but because it affects the larger 
cases, the loss of a sale or a client is 
felt most. Smaller cases are almost ex- 
clusively written on an insured basis. 

Exact production or in-force figures 
on trusteed plans are not available. The 
last report was one filed with the treas- 
ury department about three years ago. 
Sut, insurers, trust companies, and con- 
sulting actuaries agree that the volume 
is increasing rapidly. At the same time 
the group annuity volume of insurance 
carriers is declining. There are other 
reasons in addition to trust company 
competition for the decline but the im- 
portance of that competition is not ig- 
nored. 


Sales Methods Used 


The sales methods of the trust com- 
pany differ from those of insurers. They 
work basically through regional banking 
offices. Trust representatives indicate to 
clients that acting as pension adminis- 
trators is one of the services they offer. 
3usiness is also sent their way by trust 
company officers who serve on the 
boards of large firms and do their sell- 
ing on a “high level” basis. A great fac- 
tor in. the pension field are consulting 
actuaries who solicit business directly 
from large firms who either have no 
pension plan, or who have an insured 
plan. In the latter instance the con- 
sultants indicate that they can increase 
the flexibility of the plan by putting it 
on a “trusteed” basis, and at the same 
time cut costs. Some of these consult- 
ants are qualified actuaries while others 
are not. In addition, some trust com- 
panies advertise their facilities in the 
pension or retirement field. Thus, most 
of the business comes to the trust com- 
pany via inexpensive (to them) methods. 
Che argument on the cost of uninsured 
vs. insured pension plans has many 
sides. 


Business Centers in New York 


Most of the trust companies handling 
pension funds are in New York City. 
Among them are Bankers Trust Co., the 
largest in the field, and the adminis- 
trator of the American Telephone & 
Telegraph fund which almost equals $1 
billion; Guaranty Trust, Chase, the 
City Bank Farmers Trust affiliate of the 
National City Bank, the Morgan inter- 
ests, Central Hanover, and Chemical. 
Other cities having trust companies ac- 
tive in the field are Chicago, Boston, 
and Pittsburgh, with the Mellon bank 

(CONTINUED ON PAGE 19) 
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OFF DUTY GLIMPSES OF LEADERS DURING RECENT SEATTLE CONVENTION OF INSURANCE COMMISSIONERS: 
From left: T. R. Walsh of Canada Life, and Roderick Hunter, Great-West Life; Abram Collier, John Hancock Mutual Life; Barry L. Oakes, Bankers Life of Iowa; Leslie J. 


Cooper, Pacific Mutual Life, and Bruce Shepherd, Life Insurance Assn. of America; 


Club International and former Arkansas commissioner, and Elmo Walker, president of Union Life of Little Rock. 


Program on West 
Indians in U. S. 


NEW YORK—A program of cover- 
age on natives of the British West 
Indies in the United States as agricul- 
tural workers recently was worked out 
by C. J. Reid, president of the broker- 
age firm of C. J. Reid & Co. here, and 
Horace DeLisser, consultant on _ life 
insurance, welfare plans and the like, 
and the British West Indies central 
labor organization. United States Life 
underwrote the plan, which provides 
$1,000 non-occupational accidental death 
and dismemberment, $21 per week ac- 
cident and sickness benefits, $8 per day 
hospital expense, $50 medical expense 
and $75 surgical expense. There are 
other benefits in doctors’ reimbursement 
and the like. 

During the war more than 100,000 
West Indians came to the United States 
from Jamaica, Barbados, British Hon- 
duras and the Bahamas to engage in 
emergency agricultural activities. 


Limited Benefits by U. S. 


Under public law 229, certain limited 
welfare benefits were provided for them 
and their families while engaged in 
what was then part of the U. S. war 
effort. They helped replace the agri- 
cultural labor pool diminished by de- 
mands of the services and war industry. 

At the end of hostilities, funds for the 
welfare needs of the West Indies were 
not provided by Congress, and there 
was a continuing need for them in the 
U. S. agricultural economy on a private 
basis. The British West Indies central 
labor organization, a department of the 
British government, was unwilling to 
permit them to continue in the U. S. 


without such benefits, either supple- 
mental to workmen’s compensation, 
where applicable, or for non-occupa- 


tional occurrences. 

In the course of an investigation by 
the British labor government, which 
had in mind substituting for the bene- 
fits that had been paid by the U. S. 
government, the matter was submitted 
to Mr. Reid, who presented a theory of 
coverage to U. S, Life. The group pre- 
sented several insurance problems — it 
was 100% non-Caucasian, there were no 
common employers—the employer might 
be an individual farmer, a large farmer, 
cooperative or planter associations such 
as cotton growers, tobacco growers, 
sugar growers, etc. Often the workers 
were migratory, working in the tobacco 
districts of Connecticut in the summer 
and going south to work in the winter. 
A number of other problems arose, such 
as qualifications of hospitals, clinics, 
nurses and doctors. 

After 18 months of operation, the plan 
»has proved itself highly successful. It 
has met with approval of the British 
government, workers, employers and 
the insurer. Benefits have been in- 





creased without additional cost because 
of favorable experience. The plan has 
been particularly interesting because it 
has tackled the problem of insuring 
agricultural labor with protection avail- 
able to other types of workers. It is 
believed that if the insurance plan had 
not been developed to replace what had 
been in effect a government subsidy, it 
would have been impossible to retain 
the West Indians in the U. S. agricul- 
tural economy at a time when it was 
important that they be kept there. 
There were many legal problems, and 
this required the sympathetic coopera- 
tion of insurance departments that were 
interested, attorneys for the insurers 
and the West Indies government. 





Henry B. Fields has been appointed 
agency assistant in the Rosenbaum & 
Kail agency of Connecticut Mutual at 


Cleveland. Mr. Fields will manage the 
brokerage department and assist in 
training. 
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LIFE IS UNCERTAIN 


As life insurance men and women it behooves us to remember 
that the essential reason for the existence of life insurance is 


We in the life-insurance business are in intimate, daily con- 
tact with policies, cash values, premiums, dividends, benefi- 
ciary clauses etc. — and sometimes we almost forget that the 
essential reason for the existence of our industry is the simple, 
unpleasant but inescapable, fact that life is uncertain, unpre- 


Each of us knows in our circle of friends more than one 
example of the unpredictability of fate: A young husband, 
whose life policy lapsed two months ago, dies of a sudden 
heart attack. A breadwinner who doesn’t “believe” in life in- 
surance and who is paying on a home steps in front of a 


Yes, death respects neither age, health, nor circumstances. 
The policyowner who hesitates to keep his insurance in force 
should be impressed with the fact that to be in force at the 
right time a life insurance policy must be in force all the time. 


Insurance in Force—June 30, 1949—$414,912,071 


INSURANCE 


Harrison, Little Rock attorney, receiver of Betterway Life, president of Passé 














Testify for Celler Study 


Mutual Life has declined “for the 
present” an invitation from Representa- 
tive Celler to testify before his judiciary 
subcommittee studying anti-trust laws, 
a committee attache says. No other in- 
surance companies have been invited to 
testify except Metropolitan, which has 
accepted. 


Mutual's Actuarial School 


Mutual Life has begun an eight-week 
actuarial course for nine college students 
who plan to enter actuarial work when 
they graduate in 1950. The students are 
on salary and will be integrated into the 
regular work of the actuarial depart- 
ment for the on-the-job portion of the 
program, All phases of actuarial work 
will be covered in lectures and the stu- 
dents will be assigned special projects. 
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Am. Reserve Enters 


A. & H. Field 


American Reserve Life 
the A. & H. field. 

The new line of policies and sales ma- 
terial was explained at a meeting of field 
men in Omaha by Harold R. Hutchin- 
son, executive vice-president, and Ray- 
mond J. Kane, assistant secretary. 

Don Correll of Kearney who led the 
entire field force in production during 
1948 was honored at a special dinner. 
He received a bronze plaque for his 
achievement. 


has_ entered 


21 Companies to Compete 
for Financial Report Award 


Twenty-one life companies have quali- 
fied for the “highest merit award’’ given 
by Financial World. Over 4,200 corpo- 
ration annual reports were surveyed. 
Companies receiving the honor are 
Bankers Life of Iowa, Connecticut Gen- 
eral, Connecticut Mutual, Fidelity Mu- 
tual, General American, Guardian, John 
Hancock, Massachusetts Mutual, Met- 
ropolitan, National Life of Vermont, 
New England Mutual, New York Life, 
North Carolina Mutual, Northwestern 
Mutual, Northwestern National, Penn 
Mutual, Phoenix Mutual, Provident Mu- 
tual, Republic National, Sun Life of 
Canada and Teachers Insurance & An- 
nuity. 

The reports of these organizations 
have thus become candidates for final 
judging, and one will be selected as 
best of industry at the “Financial World” 
annual report awards banquet, to be 
held Oct. 31 at New York City. Last 
year’s trophy went to Metropolitan Life. 





Conn. SBLI Fund Elects 


Harold P. Splain has been elected 
president of the Savings Banks Life 
Fund of Connecticut. Other officers are 
Seymour R. Peck, Bristol, vice-presi- 
dent; Samuel W. Hawley, Bridgeport, 
treasurer; and Thomas I. S. Boak, New 
Haven, trustee. 

The Assn. of Life Insurance Depart- 
ment Managers, a branch of the fund, 
elected Gustave A. Overhysser, Jr., of 
Middletown, chairman; C. A. Newton, 
New Haven, vice-chairman; and Miles 
Peck Jennings, Bristol, secretary. 





N.Y.C. Insurance Law Group 


Newly elected members of the insur- 
ance law committee of the New York 
City Bar Assn. include Denis B. Ma- 
duro, counsel for the New York City 
Life Underwriters Assn.; James B. Hal- 
lett, counsel for the National Assn. o! 
Life Underwriters; Joseph C. Wilberd- 
ing, R. Graham Heiner, Isaac M. Bar- 
nett, Alfred J. Nathan, William Parsons, 
J. Francis Hayden, Thomas Watters, 
Jr., Oscar R. Houston, George E. John- 
son, William E. Jordan, Wayne van 
Orman and A. Alan Lane, attorneys. 


W 
the 
| disab 
i latur 
forni 


com! 
quest 





will 
Th 
of th 
Two 
stage 
icism 
polici 
Th 


biguo 
a per. 
delive 
cover: 
as a 
reduc! 
insura 
insure 
Mr. 
is aim 
few c 
not o 
sides 
measu 
trade | 
is incl 
sound 
the cx 
visions 
The b 
provis: 
similar 
ably t 
similar 
and hi 
derwri 
time « 
benefit 
whethe 
industr 
ther st 
that a 
loss. 
The 
mission 
/ contain 
fect, of 
insured 
demnit; 
benefits 
equal t 
the ber 
Policy 
benefits 
stituted 
Is 48 tit 
any cir 
under 
If total 
12 mor 
paid for 
The 
new pc 
1950, a 
until Ju 
The | 
five me 
commiss 
gaged i 








XUM 


22, 1949 





Leslie J. 
of Passé 


ters 


entered 


sales ma- 
e of field 
Hutchin- 
ind Ray- 
ary. 
» led the 
n during 
1 dinner. 
for his 


pete 
ward 


ve quali- 
d” given 
0 corpo- 
surveyed. 
nor are 
cut Gen- 
lity Mu- 
an, John 
al, Met- 
Vermont, 
ork Life, 
h western 
al, Penn 
lent Mu- 
Life of 
e & An- 


nizations 
for final 
ected as 
1 World” 
t, to Bé 
ty. Last 
tan Life. 


S 
elected 
ks Life 
icers are 
ce-presi- 
idgeport, 
ak, New 


Depart- 
he fund, 
, Jr, of 
Newton, 
id Miles 


y. 


ip 

le insur- 
w York 
B. Ma- 
ork City 
B. Hal- 
Assn. o! 
Wilberd- 
M. Bar- 
Parsons, 
Watters, 
E. John- 
yne van 
neys. 








initia 





aad 22, 1949 





LIFE INSURANCE EDITION 











A. aH. Minimum 
Benefits Bill 
Passed in Calif. 


Bitterly Contested Measure 
Gives Commissioner Broad 
Policy Approval Powers 


When and if Governor Warren signs 
the minimum standards and_ benefits 
disability bill passed by the recent legis- 
lature, Commissioner Downey of Cali- 
fornia is expected to call an industry 
committee meeting at which some of the 


questions arising under the new law 
will be discussed. 
The minimum benefits bill was one 


of the hardest fought in the legislature. 
Two amendments tacked on in the late 
stages helped to subdue newspaper crit- 
icism by exempting newspaper accident 
policies and newspaper hospital policies. 

The new act gives the commissioner 
almost a completely free hand in ap- 
proval of A. & H. policies. The two 
provisions which aroused a good deal 
of controversy in the industry were 
those that state that “the commissioner 
shall not approve any disability policy 
for issuance or delivery in the state: 
(1) If he finds that it contains any 
provision, or has any label, description 
of its contents, title, heading, backing 
or any other indication of its provisions 
which is unintelligible, uncertain, am- 
biguous or abstruse, or likely to mislead 
a person to whom the policy is offered, 
delivered, or issued;” and (2) “if any 
coverage of the policy, or the policy 
as a whole, is (or will be due to age 
reduction) not sufficient to constitute 
insurance of real economic value to the 
insured.” 

Mr. Downey contended that the act 
is aimed chiefly at bringing into line a 
few companies whose practices he could 
not otherwise control. However, be- 
sides stating that the purpose of the 
measure is to prevent fraud and unfair 
trade practices disability insurance, there 
is included “insurance economically un- 
sound to the insured,’ which permits 
the commissioner to gear policy pro- 
visions to the general cost of living. 
The bill states that in acting under this 
provision, the commissioner shall treat 
similarly insurances which are reason- 
ably to be expected to be offered to 
similar economic or occupational classes 
and he shall give regard to sound un- 
derwriting; amount of benefit, length of 
time of benefits, nature or extent of 
benefits, or any combination thereof, and 
whether the policies are issued on an 
industrial or other basis. The act fur- 
ther states that it shall not be necessary 
~ a policy cover the full amount of 
Oss 

The bill also states that the com- 
missioner may not approve a policy that 
contains a provision which has the ef- 
fect, other than at the election of the 
insured, of substituting a specified in- 
demnity for any or all other policy 
benefits unless the elective payment is 
equal to or greater than the total of 
the benefits substituted for. When the 
policy provides lifetime loss of time 
benefits and specified payment is sub- 
Stituted, the least that may be offered 
is 48 times the maximum payable under 
any circumstances in any one month 
under any provision of the policy. 
If total disability pays for more than 
12 months, partial disability must be 
a7 for at least three months. 

1e 


new rules are not effective on 

new policy submissions until Jan. 1, 

1950, and will not affect old policies 
until July 1, 1950. 

The bill establishes a committee of 


five members to be appointed by the 
commissioner from persons actively en- 
gaged in the insurance business. 
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Here are the officers of the Atlanta Life 
Underwriters Assn. The new president, 
front row right, is Luther H. Guest, man- 
ager for Connecticut General. Paul Burt, 
Pacific Mutual, front left, is retiring presi- 
dent. Thomas H. Daniel, Jr., Union Cen- 
tral, back right, is first vice-president and 
Henry A. Maddox, Aetna Life, back left, 
is second Viengueehines, 





Opens Office at ikea 

Family Life has opened an office at 
Spokane, Wash., with H. H. Gatlin as 
manager for eastern Washington and 
R. G. Phillips manager for Spokane 
county, 





Mutual Life has arranged a $1,350,- 
000 first mortgage loan on the 22-story 
bank and office building at 1500 Wal- 
nut street, Philadelphia. 


Agency Clerical Expense 
Analyzed by E. F’. O’Toole 


NEW YORK—Good administration 
should be simple, since elaborate con- 
trols always defeat their established pur- 
pose. O’Toole Associates, management 
consultants, apply this test when exam- 
ining procedures of general agencies to 
determine if the general agents are get- 
ting the maximum for the money they 
spend, 

In the April 15 issue of THE NATIONAL 
UnNbERWRITER Mr. O’Toole discussed ap- 
plication of good management to one of 
the two chiefs costs of agency operation, 
rentals. The other is clerical expense, 
and here also some agencies are not 
getting work done efficiently and eco- 
nomically, 


Stub Accounting 


Home offices can do a lot to ease the 
burden of accounting work which falls 
upon their field offices. And thanks to 
such home office cooperation, many gen- 
eral agencies are getting better results 
by use of stub accounting, though E. F. 
O'Toole estimates that not over 10% of 
life agencies are embraced within com- 
panies that use this modern method. 

Stub accounting is simple. The com- 
pany sends a stub to the general agent 
at the time it sends him a receipt. 
When the payment is received, the 
agency receipts the payment, stamps the 
date it receives the payment on the stub, 
throws the money in the drawer and 
spindles the stub. Each day a girl runs 
an adding machine tape of stubs and bal- 
ances it with the money received. She 
wraps the adding machine tape around 
stubs, staples the package and mails it 
to the home office with a copy of the 
deposit slip. In one agency a single 
girl handles collections that used to take 
the time of two girls or more, since the 
introduction of stub accounting. This 

is due to the elimination of the tran- 








Harris Hawkins, of 
Agency in Pittsburgh: 


was then in the Army. 
and did my best to render 


waiver of premium. 


work. 


resulting from the original 
for four years.” ‘ 





A Four-Year Lease 


the 


“The prospect lead was on a young policyowner who 
I contacted his wife at that time 


he was discharged from military service he re-entered 
his profession of architecture and I reinstated his 
Later I sold him $10,000 of Ordi- 
nary Life and $10,000 in Ten-Year Term. 


“T learned that he did quite a bit of architectural 
work for a Pittsburgh construction company and se- 
cured three names at that time. 
of Ordinary Life on the Vice President of the construc- 
tion firm; placed $5,000 of Ordinary Life on the super- 
intendent; and now have an application for $5,000 on 
a contractor who does quite a bit of their electrical 


“We have just scratched the surface, as there is a 
distinct possibility for Key Man Insurance as well as 
many other good prospects for personal coverage, all 


THE PENN MUTUAL LIFE INSURANCE CO. 
JOHN J. Sepveyane 


INDEPENDENCE SQUARE, PHILADELPHIA 


Penn Mutual’s Conrey 


When 


any possible service. 


Then I placed $20,000 


case that failed to produce 











scription work when older methods of 
premium reporting are used. 

Some companies add an extra job at 
the home office to help the general agent 
in the field. Through the use of master 
punched cards, for premiums and com- 
missions, these companies make all nec- 
essary premium distributions and run 
commission statements as well for the 
general and soliciting agents. This elimi- 
nates the keeping of detailed commis- 
sion records by the general agent, a big 
clerical job in the average agency. 


USELESS RECORDS 














O’Toole Associates find agencies 
sometimes keep a voluminous register 
into which they copy information from 
applications for insurance. In one ex- 
treme case, an agency copied in 16 items 
from each application and medical— 
name, address, age, sex, height, weight, 
blood pressure, dependents, amount of 
insurance, plan of insurance, occupation, 
premium payment mode, waiver of pre- 


mium, premium amount, agent’s name, 
commission amount. 
Other agencies keep a “period of 


credit inspection” book and copy off the 
applicant’s name, date ordered, and the 
name of the inspection company. 

In large agencies such transcribing 
can take as much as two hours a day. 
Not many agencies do all of this tran- 
scribing, but most agencies do copy off 
at least identification, premium date, 
name of agent, status of case and have 

“box” for the type of plan. This box 
is divided into two parts, and must be 
filled in twice if there is a change in 
plan at time of delivery, which there 
often is. 


Much of It Useless 


Much of this record keeping is his- 
torical in nature. Twenty-five to 50 
years ago it took longer than it does to- 
day to issue policies. At that time this 
type of record might have been needed. 
If a man called a month after applica- 
tion to ask what had happened to his 
policy, the agency had all the informa- 
tion it needed to check back. Today 
companies try to issue policies in three 
to five days or less, so that only on ex- 
ceptional cases is such detailed “‘follow- 
up” data necessary in the agency. 

One general agent has reduced this 
problem to economical size by having 
three by five slips, which he files by the 
day on which the application comes in. 
On this slip is noted date, applicant's 
name, insurance amount and plan. A 
girl pulls the slips on all cases issued 
and destroys the slips. All slips ‘“unis- 
sued” at the end of five days go to the 
general agent for personal attention. 


He checks with the home office to 
learn why the delay on these cases. 
This is intelligent follow up. When 


everything is entered and all applica- 
tions treated as “rush” items, in time 
everything is treated as routine. 

Another typical anachonism is the 
town or “geographic” file. Surprisingly, 
some big agencies still keep them, 
though 99% of their policyholders live 
in their area of natural solicitation, the 
metropolitan section with its satellite 
cities. Seldom does an agency solicit 
outside this area. There is sense to keep 
a “geographic” file of out-of-town pol- 
icyholders, but none in maintaining one 
on every policyholders in the agency. 
It is rather simple matter to keep the 
exceptions, those agency policyholders 
who live out of town. 

Certain agencies are chronic payers 
of overtime. If the agency actually is 
understaffed (generally when it reaches 
20 to 25 regular overtime hours) de- 
pending on salary scale, it is more ad- 
vantageous to hire another clerk, Mr. 
O’Toole said. Overtime usually is spent 
on new business, collection and report- 
ing work. And most frequently. — is 

(CONTINUED ON PAGE 1 
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200 Attend Joint 
Club Convention of 


Equitable of lowa 


WHITE SULPHUR SPRINGS, 
W. VA.—More than 200 personal pro- 
ducers and general 
agents of Equitable 


Life of Iowa and 
home office repre- 
sentatives attended 
the joint conven- 
tion of the Agency 
and Organization 
Clubs of the com- 
pany. Joint ses- 
sions of the two 


clubs were held for 
two days, and the 
Organization Club 
continued in ses- 
sion on the third. 





Vv. W. Wiedemann 


Ray E. Fuller, 
agency vice-president, was in charge 


of the activities. The Agency Club is 
the junior production club of the com- 
pany and the Organization Club is the 
honor group for general agents. 

Attainments of leading producers and 
of outstanding agency heads were ac- 
corded special recognition both at the 
opening session and at the convention 
banquet. P. C. Irwin, actuarial vice- 
president, distributed additional renewal 
commission awards to more than 100 
club members in recognition of their at- 
tainments of high conservation ratios 
during 1948 on business originating in 
1947. 

Mr. Fuller introduced and presented 
certificates of office to the club officers 
who earned their honors by leading the 
membership of their respective clubs in 


the attainment of club membership 
standards. Agency Club officers were 
named as follows: L. M. McClusky, 


Davenport, president; S. S. Vohs, Minne- 
apolis, vice-president; J. H. McWilliams, 
Pittsburgh, — secretary. Organization 
Club officers were V. Webner Wiede- 
mann, San Francisco, president, and 
Earl V. Reed, Wichita, vice-president. 
Additionally, individual recognition was 
accorded to a group of veteran mem- 
bers of the Equiowa One-A-Week Club, 
each of whom had attained noteworthy 
anniversaries in their club careers since 
the 1948 convention. 


Master Agency Builder 


Other field associates of the company 
were recognized at the banquet Tues- 
day evening when Mr, Wiedemann was 
presented as the Master Agency Builder 
of the year, the highest individual recog- 
nition attainable by an Equitable of 
Iowa general agent. ‘ 

Mr. Wiedemann has been general 
agent since 1940, when he was appointed 
to his present post in San Francisco. 
He has earned Organization Club mem- 
bership consistently since his appoint- 
ment. He qualified for the vice-presi- 
dency of the Organization Club in both 
1947 and 1948. 

Business session featured addresses by 
speakers, including Mr. McWilliams, 
Mr. Vohs, Mr. McClusky, J. C. Deibler, 
Harrisburg; W. L. Forker, Des Moines; 
J. D. Wells, Omaha, and M. A. Yates, 
Cleveland. The following officers ad- 
dressed the joint meetings: F. W. Hub- 
bell, president; Mr. Fuller; R. C. Mc- 
Cankie, vice-president and actuary; Mr. 
Irwin; E. E. Cooper, assistant agency 
vice-president; G. L. Hamlin, assistant 
superintendent of agencies; R. E. Whe- 
lan, assistant secretary, and J. F. Dus- 
ton, underwriting secretary. 

*. E. Smith, assistant agency vice- 
president, presided at the Organization 
Club meeting held Wednesday. The 
club was addressed by Mr. Wiedemann, 
Herman Schmidt, Jr., Spokane; H. A. 
Hedges, Kansas City; J. R. Ward, Port- 
land, and Mr. Fuller, Mr. Cooper and 
Mr. Hamlin. 

This was the first occasion in which 
these clubs met separately from the 
company’s senior production organiza- 
tion, the President’s Club. The Presi- 
dent’s,Club met last month in Mackinac, 


Mich. 
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In 1950 there will be but one club 
convention to ‘be held in the Biltmore 
Hotel in Los Angeles in April. 

Ben Bloch, Peoria, was presented to 


the company’s Agency Club, as_ the 
member of the club who in 1949 is 
celebrating the completion of 1,500 


weeks membership in the Equitable of 
Iowa One-A-Week Club. Special One- 
A-Week Club recognition is conferred 
upon members as they attain each 100th 
week anniversary, and Mr. Bloch’s 1,500 
anniversary is the highest ever to be 
attained by a representative of Equi- 
table Life of Iowa and is believed to be 
one of the highest records ever attained 
by a representative of any life insurance 
company in the United States. A rep- 
resentative of the company since 1916, 
Mr. Bloch has qualified for membership 
in 27 annual Production Clubs of the 
company. His application per week rec- 
ord was started in 1916, when he became 
a representative of the company, but 
the company club was not founded until 
the latter part of 1918. Actually, Mr. 
Bloch has produced an application or 
more per week for 1,625 weeks. 

Other members of the Agency Club 
to be honored for their One-A-Week 
records were Ray Marchand, Los An- 
geles, 1,000 weeks and Roy Buck, Den- 
ver, 800 weeks. 


Franklin Ranebinné ay 
Abe to Hawaiian Posts 


A. N. Neptune has been appointed 
regional sales director for Franklin Life 
in the Hawaiian Islands, with general 





Keith Abe 


A. N. Neptune 


offices in Honolulu, and Keith Abe has 
been designated general agent. 

Mr. Neptune has been with Franklin 
as special representative for several 
years, his former connection being Man- 
ufacturers Life. He has been an out- 
standing producer and is president of 
the Franklin’s $400,000 Agency Club. 

Mr. Abe will maintain offices in Hilo, 
leading city on the island of Hawaii. 


He is a graduate of the University of 
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Southern California and has been with 
Franklin as manager in his city for two 
years. 





A new and modern office has been 
opened in Honolulu to service outstand- 
ing business which now exceeds $10 
million. 

Toledo Elects McKemie 

Toledo Life Managers Assn. elected 


William R. McKemie, Acacia, president 
succeeding Leon M. Wear of che ye 
Louis P. Gepford, New York Life, 
vice-president, and Gilbert F. Dittmer 
Mutual Benefit, secretary. 





Mauk Heads Toledo C.L.U. 


Toledo C. L. U. has elected William 
H. Mauk, Aetna Life, as chapter presi- 
dent. Floyd C. Baldwin, Mutual Life, 
was named vice-president, and Orum M. 
McGee, State Mutual, secretary. 





Howard A. Farrey, who has been 
an agent for Prudential at Fond du Lag, 
Wis., since 1942, except for military 
duty, has been appointed to head the 
Sheboygan office as assistant manager. 
He succeeds Norbert C. Landgraf, who 
~, been appointed manager at Osh- 
cosh. 














THE 


HOME OFFICE, NEV/ARK, N. J. 


Argus had 100 eyes 


. . . but anyone with half an eye can see that The 
Prudential Modified Life 3 policy is an unusual 


contract. 


The Modified Life 3 provides participating insur- 
ance starting lower than most companies’ non-par 
rates. The reason is that the premium for the first 
three years is 15% less than in later years — thus, 
in effect, giving the policyowner the advantage of 
guaranteed dividends for the first three years. And 
dividends after three years may be used toward 
offsetting the increase in premium. 


Argus would need more than 100 eyes to see all 
The Prudential Modified Life 3 policies sold last 
year — over 43,000 for more than $268,000,000 of 
personal and business protection! 


. 


PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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Growing Philip 





pine American 


Life Writes 82% Endowments 


NEW YORK — Philippine American 
Life, whose president, Earl Carroll, is 
Visiting this country, celebrated its sec- 
ond anniversary July 18. At the end of 
1948 the company had $46 million in 
force and expects to pass on $60 million 
of submitted business this year. A’bout 
three-fourths of submitted business is 
accepted. It wrote about $22 million in 
the first four months of 1949. 

The company has some 25,000 policies 
in force and operates in all of the 6,732 
islands of the Philippine Republic. It 
has about 1,000 agents, all of whom are 
Filipinos, and 200 home office employes 
of whom two, including Mr. Carroll, are 
Americans. 


Investments Earn 6% Plus 


The company writes ordinary and all 
group lines. It uses the American ex- 
perience mortality table at 314%. In- 
vestments are primarily in real estate 
mortgages with a smaller percentage in 
tobacco and sugar bonds. No invest- 
ment returns less than 6% and most re- 
turn more than that. 


General business conditions in the 
Philippines have been going along very 
well, with the post-war inflation now 
on the decline as it is here. The com- 
pany does not expect to be able to con- 
tinue writing business at its rapid pace 
for more than several years. It expects 
it to slow down when American dollars 
cease flowing into the country in their 
present quantity. This is scheduled for 
about 1952. The U. S. army still has 
sizable installations there, but they are 
being reduced and in a few years the 
country will be operating financially on 
its own. Currently the country exports 
at $350 million and imports at $500 
million annually. After 1952 a dollar 
shortage is expected to arise. 


82% Endowments 
About 82% of the company’s business 


is written on an endowment basis. The 
average Filipino wants to. see _ his 


money coming back to him and a fa- 
vorite expression is “I don’t want to die 
to collect.” All payments are in lump 
sums to satisfy the public demand and 


there are no settlement options. Some 
90% of the business has double indem- 
nity and disability clauses. Disability 
also pays when an individual is quaran- 
tined, 

Policyholders are in every line of 
work from professional to export, im- 
port, farmers, mechanics, and the usual 
lines of business and industrial work. 

Many of the policyholders are Fil- 
ipinos with coverage also written on 
Chinese, British Indians, and others lo- 
cated throughout the republic. The is- 
lands now have a population of about 
18 million. 

Group life cases are written and the 
company is working on a group per- 
manent policy which will have an en- 
dowment at age 65. The company is 
capitalized at $250,000 and has a sur- 
plus of $425,000. It is regulated by the 
insurance laws of the Philippine Repub- 
lic which are modeled on the California 
and Illinois statutes. 

Some 800 medical examiners are re- 
tained by the company. Underwriters 
are prinicpally concerned with the in- 
cidence of tuberculosis and some forms 
of malaria. Only a few death claims 
have resulted from the activity of the 
rebellious communist sponsored natives 
in some sections of the islands. 

The financial status of the agency 
force is good. Agents are financed as 





Three “lines” mean bigger 
“catches” for Provident Producers 


LIFE INSURANCE* . . All modern forms 
of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Annuities, and T & P 
Disability Income ($10 monthly per $1,000) 
combined with wide choice of Life plans. 


A. and H. INSURANCE®*. . Every form of 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE® . . Issued on 
Individual, Family Group (ages 3 months 


to 80 years) and Franchise plans. 


Hospital 


Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 











* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 


PROV 


IDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 





they are here, with two-thirds of the 
agents now having a credit balance with 
the company. The company pays a 
55% first year commission, 10% second 
year, and eight fives. The financfMl status 
of the agents was difficult in the first 
year because of the war but since then 
it has improved. A new and ultra mod- 
ern home office building is planned with 
the present aim being to construct it in 
about a year. The home office uses 
mechanized office procedures with the 
complete office installation utilizing the 
latest business machine equipment. A 
Philippine law stipulates that buildings 
cannot be any higher than 99 feet be- 
cause of the coral subsurface. The com- 
pany will invest in low cost public hous- 
ing if and when the law is amended to 
permit it to do so. 


Branches Throughout Islands 


The company has 14 _ branches 
throughout the islands with a number 
of units operating in and around Ma- 
nila. The manager is charged with re- 
cruiting, training and supervisory duties, 
There are also supervisors in the differ- 
ent provinces. Conferences with agents 
are held periodically to bring agents up 
to date on new sales procedures, etc. 

The company is owned by C. V. Starr 
& Associates, who own United States 
Life, American International Under- 
{ writers, and other insurance firms. 

The company now writes about 51% 
of the business written in the Philip- 
pines. Other companies doing business 
there are Crown, Manufacturers, Lin- 
coln National, Sun Life of ‘Canada, Oc- 
cidental, and two local companies. U. S. 
Life is not writing new business there 
but continues to serve policyholders who 
are on its books. 

Mr. Carroll went to the Philippines 
about 10 years ago and worked for a 
time with Insular Life, for which he 
was manager. He returned to Manila 
in 1941. During the war he was in- 
terned in a Japanese prison camp. 








N. Y. High Court Restricts 
Giving of Tax Advice 


| The New York court of appeals unani- 
|mously has ruled in the Bercu case that 
|accountants may not give legal advice 
jon the tax laws and charge for such 
| services. This upheld the lower court 
|and restrains Bernard Bercu of New 
j York City. However, Bercu may ap- 
| ply “his knowledge of tax laws and 
| regulations in any matter in which he 
was employed primarily to practice pub- 
| lic accountancy” and he may perform 
| services in presenting a client’s interests 
'to the Treasury Department. 

| The case attracted attention among 
| life agents. The American Institute of 
| Accountants submitted a brief on Mr. 
Bercu’s behalf, and accountants indi- 
| cated that CPAs would not have to give 
'up their tax practice performed for ac- 
|counting clients. The opinion affirms 
| the right of accountants to prepare in- 
| come tax returns and advise clients on 
income tax questions which arise in 
their regular accounting work. Mr. 
Bercu was charged with illegal practice 
of law by advising clients for whom he 
performed no accounting duties on what 
tax authorities and courts were likely 
to rule as to federal income tax deduc- 
tions. 


Cholewa Named Manhattan 
General Agent at Pomona 


John C. Cholewa, formerly a district 
manager of Manhattan Life, has been 
appointed general agent for Orange 
county, Calit., with offices at 155 West 
Center street, Pomona. He started in 
1935 as a debit agent of Prudential in 
Chicago, resigning after 6% years to 
become a broker, concentrating on the 
sale of ordinary. He sold his agency in 
1946, and purchased an apartment build- 
ing in Pomona. 





Philip I. Holway, Connecticut Gen- 
eral, Hartford, has qualified for the 





1949 Million Dollar Round Table. 
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Life Insurance 
Projects Housing 
47,000 Families 


Life companies have completed or un- 
der way housing projects designed to 
provide rental housing for 47,000 fami- 
lies through an investment of $475 mil- 
lion, according to the Institute of Life 


* Insurance. 


Of the total planned to date, 41 proj- 
ects, housing 34,500 families and repre- 
senting an investment of $275 million 
have been completed are now occupied. 
Additional housing for 12,000 families, 
representing an investment of $185 mil- 
lion is under construction, with nearly 
half of this completed and occupied. Ad- 
ditional housing for 500 families with an 
investment of $15,000 is planned but not 
yet under construction. 

In the aggregate, these investments 
will come to $475 million, covering 47 
projects with facilities for 47,000 fami- 
lies. The total completed thus far, $360 
million, is larger than the recorded real 
estate holdings under rental housing, 
as a portion of the housing projects are 
held through corporations especially set 
up for specific projects, the securities of 
which are owned by the life company 
concerned. 

While the interest in rental housing 
on the part of the life insurance com- 
panies is still keen, few companies are 
giving consideration to additional spe- 
cific projects currently, due largely to 
construction costs. number of com- 
panies have intimated that they may be 
interested in further undertakings of this 
kind again in the future, as conditions 
stablize and there is a better balance 
between building costs and the long- 
term outlook for rental income. 

The projects completed or under con- 
struction by the life insurance compa- 
nies are located in 10 states, the District 
of Columbia and one in Canada. 





Top N. Y. Court Upholds 
Barring Negro Tenants 


The New York court of appeals has 
ruled that Metropolitan Life has the 
right to bar Negroes from Stuyvesant 
Town, its huge New York City housing 
development. The 4 to 3 decision up- 
holds lower court opinions, dismissing 
the action brought by three Negroes 
who had applied for apartments. Met- 
ropolitan also has a very large develop- 
ment in Harlem, which houses approxi- 
mately 3,500 Negroes. 

The court also dismissed a suit by 
Shad Polier, vice-president American 
Jewish Congress, that sought to bar dis- 


crimination against Negroes in Stuyve- | 


sant Town and to stop the city from 
granting tax exemption on the develop- 
ment. 





The legislature deliberately and inten- | 


tionally refrained from imposing any 
restriction on the redevelopment com- 
pany in its choice of tenants, 
declared. 
since it was enacted have failed. 
legislative intent is clear. 





Me. Bill Enacted 


_ The Maine legislature, prior to 
journment, enacted the standard 
Visions and group insurance bill. 


pro- 





John H. Heneage, 
who has been 
named to head a 
new group office 
for State Mutual 
Life at Kansas 
City, started with 
the group depart- 
ment of that com- 
pany upon dis- 
charge from the 
Marines in 1946. 
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the court | 


Attempts to change the law | 
The | 


ad- | 
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N. A. Life of Toronto Names 
Staples, Willis, Managers 


North American Life of Toronto has 
appointed two new mangers. H. P. 
Staples has been named assistant branch 
manager at Edmonton. He will be as- 
sociated with J. F. Schurman, branch 
manager. Son of the late R. E. Staples, 
for many years branch manager at Ed- 
monton, he joined the company in 1947, 
after merchandising work. 

G. C. Willis has been named branch 
manager at Saskatoon. He joined the 


company in 1946 and has been at Peace 
River. W. H. Eltom, formerly branch 
manager at Saskatoon, will remain with 
the company as an agent. 


Canadians Elect McLachlin 


J. L. McLachlin, secretary of Con- 
federation Life, was elected president of 





Life Insurance Institute of Canada. 
Other officers named were: W. J. 
Adams, secretary Canada Life, 1st vice- 


president; P. McDonald, assistant gen- 
eral manager Crown Life, 2nd vice-presi- 
dent; and T. M. Sargant, agency audi- 


tor North American Life, secretary. 

The Institute strives to promote bet- 
ter employe understanding of life in- 
surance among its 35 member com- 
panies. 





Mutual Life of New York and Con- 
necticut Mutual have purchased $1 mil- 
lion of 34%4% first mortgage bonds due 
in 1979 from the Interstate Telephone 
Co. The companies shared the issue 
equally. Interstate Telephone provides 
telephone service in Idaho, Montana and 
Washington. 








Even when you’re busy with other 
problems, the children are always 
there, somewhere in the back of your 
mind. For they are part of all your 
plans. And their future and yours 
are mingled in a common pattern. 

Protecting a home, protecting a 
way of life for them occupies almost 
all your time. And you would want 
to see that home and way of life 
protected even if you weren’t there. 
Like many, you may have,gaid, “If 
only I could carry enough life in- 
surance.”’ You can carry much more 
insurance than you think if you buy 
Union Central’s ‘“Term to 65” policy. 


This is low premium insurance 
that fits the economic cycle of a 
man’s life. You can buy the greatest 
amount of protection when your 
family needs it most. And then, as 
income increases or family expenses 
decrease, you have the privilege of 
converting to permanent life insur- 
ance at any time up to age 55— 
without a medical examination. 
That’s a mighty important feature, 
too. For so often, by the time a man 
can afford to carry more insurance, 
he has become non-insurable be- 
cause of health. 

Union Central’s ‘“Term to 65” is 
flexible life insurance, adaptable to 
your needs and your circumstances. 


The Union Central 








You can make it the base of your 
program to protect your children’s 
hours, to make sure that all the 
hours and days ahead will be happy 
ones. 


The Union Central Agent has a 
plan to meet every life insurance 
need. He has contracts ranging from 
Non-Convertible Term, the lowest 
premium policy of all, to Single 
Premium Endowment, the highest. 
Through these modern, liberal poli- 
cies, he can provide the finest pos- 
sible life insurance coverage for 
applicants from birth to age 65, 
inclusive. 


Life Insurance Co. 


CINCINNATI, OHIO 
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LIAMA Holds 
First “Graduate” 
Management School 


The need for dealing with the indi- 
vidual agent as a human being rather 
than as raw material being processed 
into a finished product was brought out 
at the first L.I.A.M.A. school held for 
graduates of previous agency manage- 
ment schools, The course was conducted 
this week at the Edgewater Beach hotel, 
Chicago. 

It was emphasized that while methods 
of recruiting, training, and compensation 
are all vital, underlying all is sound 
human relations. 

The pattern of the school was for 
L.I.A.M.A. staff members to outline 
principles of sound practices in various 
agency management fields and_ then 
have guest lecturers give the practical 
application of these principles. Those 
attending, numbering 53, also received 
the latest L.I.A.M.A. research findings. 

Guest lecturers included John H. 
Jamison, general agent Northwestern 
Mutual, Chicago; Charles W. Campbell, 
manager Prudential, Newark; John Hill, 
general agent Aetna Life, Toledo; W. 
R. Jenkins, vice-president Northwestern 


National; Henry W. Persons, manager 
Mutual Life, ‘Chicago; V. V. Van 
Leuven, manager New York Life, 


Milwaukee; and B. N. Woodson, execu- 


tive vice-president of Commonwealth 
Life. 

L.I.A.M.A. staff members participat- 
ing were Charles J. Zimmerman, asso- 
ciate managing director; Dr. S. Rains 
Wallace, director of research; Lewis 
Wis Ss Chapman, director of company 
relations; Laurence §S. Morrison, re- 
search consultant; and H. Fred Monley, 
F. M. Peirce, and Brice F. McEuen, 
senior consultants. 


Rushmore Mutual Holds 
Three-Day Convention 


Rushmore Mutual Life of Rapid City, 
South Dakota, held its three-day con- 
vention there, then motored 50 miles 
to Rim Rock Lodge in Spearfish Can- 
yon in the heart of the Black Hills. 

Commissioner Mueller of South Da- 
kota made a talk. Dr. Russell Edward 


Jonas, president of the Black Hills 
Teachers College at Spearfish, S. D., 
also addressed the convention group. 


Arthur Sullivan, supervisor of agen- 
cies, and Ted Birkeland, general agent 
at Brookings, S, D., both former in- 
structors at the Black Hills Teachers 
College, had prominent parts during the 
sessions. 


Harold M. Price, general agent at 
Aberdeen, S. D., arranged for the en- 


tire convention to attend a _ perform- 
ance of the Black Hills Passion Play. 
In the huge amphitheater, built for 8,000 
people, with the stage 2% blocks long, 
the natural voices of the leading charac- 


ters were heard without strain. 

There were tours through 
and golfiing. 

This was the first convention under 
the leadership of C. K. Dean, who as- 
sumed the duties of executive vice-presi- 
dent Jan. 1 


Brundage Promoted 
By Mutual Benefit 


John D. Brundage was elected re- 
gional superintendent of east coast agen- 
cies of Mutual Benefit Life. He will 
have responsibility for supervision of 
the company’s 37 eastern agencies. His 
advancement fills the vacancy created 
by the appointment of John Poinier to 
a general agency post in New York City 
for Mutual Benefit. 

Mr. Brundage has been with the com- 
pany in sales promotion work, as assist- 
ant superintendent of agencies and di- 
rector of sales services. Before that, he 
was in similar work with Bankers Na- 
tional Life. He graduated from Prince- 
ton in 1941. He is a lieutenant com- 
mander in the naval reserve. 


the hills 


Warren L. Chase, ‘oatiie: led Mutual 
Life producers during March. Runner- 
up was William H. Rowlands, Los An- 
geles. Henry Burich; Minneapolis, led 
in number of paid applications. George 
W. Mitchell, Jr.. Richmond, was run- 
ner-up. 
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N. Y. Appeals Court 
Backs Equitable in 
New Zahn Ruling 


The New York court of appeals has 
affirmed the decision of the appellate 
division of the New York supreme court 
in the Zahn case. Equitable Society 
was sued by the Zahn executors for 


payment of federal estate tax several: 


years after the insurer had paid the 
$50,000 proceeds of its policy to Bern- 
hard Zahn’s divorced wife, Ada, to 
whom it had been assigned. 

Surrogate Delehanty held for the ex- 
ecutors but the supreme court reversed. 
Judge Delehanty had ruled that the con- 
tract is apportioned at the instant of 
death between beneficiary and sovereign 
and that Equitable held at the moment 
of death $4,699.92 belonging to the U. S. 


government. The company should have 
reserved, though the $50,000 was not 


included in the Zahn estate for sometime 
after his death. 

The supreme court said that to re- 
quire an insurer to retain policy pro- 
ceeds till estate tax settlement would so 
drastically curtail rights of beneficiaries 
and interfere with the proper function- 
ing of the insurance business, it is incon- 
ceivable the legislature intended any 
such result when it adopted the decedent 
estate law. 


Reduce Assessment Value 


DES MOINES—A consent court de- 
cree reducing the 1947 capital stock as- 
sessment valuation for Equitable of 
Iowa from $9,225,267 to $8,877,796 was 
filed in Polk county district court. The 
original capital stock assessment valua- 
tion was held to be erroneous and 
illegal. 


C. R. Garvin Honored 


Associates in the Columbus office of 
Connecticut General Life tendered a 
dinner to Charles R. Garvin, who joined 
the company in 1914. He later became 
a general agent, serving in that capacity 
until 1937, when the agency was changed 
to a branch office with Fred M. Exline 
as manager. Since then Mr. Garvin has 
devoted his time to personal production, 
Mr. Garvin is a graduate of the Ohio 
State University and was at one time 
president of the Columbus Life Under- 
writers Assn. 





Clark E. Bell, retired southern Cali- 
fornia inspector of agencies for New 
York Life, as mayor of San Marino, 
Cal., was chairman of the “Kathy Fis- 
cus” fund raised to reward the men who 
made heroic efforts to rescue the little 
girl from the well into which she fell 
to her death. He is administering the 
fund which is still receiving belated con- 
tributions. 
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A_ DAY'S WORK BECAUSE OF ILLNESS 














WILLIAM P. YOUNG, COST ACCOUNTANT FOR AN 
OSWEGO, NEW YORK, FOUNDRY, HAD NEVER MISSED 


BOUGHT INCOME PROTECTION WITH LIFETIME BENEFITS. | 
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More than $250,000,000.00 paid 
in benefits 


More than 2,100,000 Policyholders 
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Baxter Bearish on Life Insurance 


The “Baxter International Economic 
Research Bureau,” which describes it- 
self as “a world economic service that 
anticipates price trends and_ business 
movements,” has put out a bulletin en- 
titled, “Does Life Insurance Guarantee 
Security for Your Family?” 

W. J. Baxter, head man of this or- 
vanization, sets forth tabulations show- 
ing that it takes at least 20% of a man’s 
gross income for life insurance premi- 
ums to produce an income for the 
widow equal to half the breadwinner’s 
net income after taxes and insurance 
premiums. He concludes that under to- 
day’s conditions very few people are 
able to come even close to this figure. 

Mr. Baxter’s arguments appear to be 
a build-up for his basic contention that 
orthodox methods of investing capital, 
such as insurance policies, savings bank 
deposits, and second mortgages or high 
grade securities are out of place in to- 
day’s “unorthodox” world and that the 
only course is to stay highly liquid in 
anticipation of “the greatest deflationary 
movement in our history in securities, 
commodities and real estate, with the 
idea of making bargain purchases for 
long-term capital gains.” 

Mr. Baxter makes it clear that he is 
not against life companies, or against 
people spending money on life insur- 
ance, for he concedes that the life com- 
panies did not create the ridiculously low 
interest rates, which, along with taxes, 
are the basis of the situation he com- 
plains of. However, he concludes his 
bulletin by stating, “I am sure that the 
more each one of you study the whole 
situation, the more you will recognize 
that the one and only way to assure se- 
curity is by going against the crowd and 
waiting for capital appreciation.” 

He makes no mention of what would 
happen to the investor’s family should 
he die while waiting for bargain day. 
He also fails to say anything about the 
capital gain that occurs when a policy- 
holder dies prematurely. 





Wire Recorder Aids Trainer 


J. Gordon Michaels, Chicago agency 
manager for Phoenix Mutual, has found 
a wire recorder very effective in training 
new men. He has the neophytes listen 
to recordings of proper sales procedure 
and ways to handle sales _ situations. 
In addition to these, he has recordings 
of outstanding talks by leading pro- 


ducers. 





Intelligence Test 


Mutual Benefit Life is using an in- 
genious scheme to obviate the need of 
having return envelopes printed up with 
the name of each agency for the use 
of policyholders in sending in their pre- 
miums. The return envelope merely 
has a window front and when the pre- 
mium notice is inserted in the right 
way, the general agent’s name and ad- 
dress show through the window. 

The system is something of a tribute 
to the intelligence of Mutual Benefit 
policyholders, as there are three wrong 
ways of enclosing the premium notice 
so that not the address but only frag- 
mentary and irrelevant bits of informa- 
tion will peer through the window at the 
baffled postman. In addition, the pol- 
icyholder has to be careful not to in- 
sert his check so that it blocks the win- 
dow. However, both on the back of 
the envelope and on the front, next to 
the window, are explicit instructions as 
to the proper procedure. And anyway, 
since the return envelope has the home 
office return address on it, the worst 
that could happen is that the premium 
would be delayed by being routed back 
via the home office. For some time 
now, Mutual Benefit has been indicating 
on its premium notices that no second 
notice will be sent because “so many 
policyholders consider second notices 
of premium unnecessary or wasteful.” 
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Agency Serves Brokers Only 


An agency in Chicago for one of the 
largest life companies for 44 years now 
has defied dire predictions that a life 
agency cannot exist on brokerage busi- 
ness alone. This ‘successful office has 
been thriving on just that. The agency 
does not have and .never has had any 
full-time life agents on its staff. 

The general agent claims that his sys- 
tem of selling only through brokers has 
enabled him through the years to do a 
really thorough job for these independ- 
ent producers because he does not have 
to spend time recruiting and training 
full-time agents. 

This general agent knows the brok- 
er’s problems, and does not also have 
to know the problems of the: full-time 
life producers. He maintains that life 
brokerage is a full-time job and that he 
could do neither full timers nor brokers 
justice if he were to use both in his 
agency. ‘ 

The general agent has no concern 
with selection and training. His men, 
many of them very successful in life 
insurance selling, develop their own 
methods, prospect in unique and per- 
sonal manners, and are self-taught. 
They do not want schooling, they meze- 
ly want help on immediate problems, 
technical advice to match their imagina- 
tion and sales ability. 


Bright Comeback 

Joseph E. Bright, John Hancock, Buf- 
falo, had a good comeback for a bank 
executive who didn’t want to buy life 
insurance because he felt his wife could 
do all right managing his estate. 

“If your wife is so smart, why don’t 
you fire your trust department and put 
her in charge?” he asked. 





Garvin Conn. Deputy 

Commissioner Allyn of ‘Connecticut 
has appointed Edward T. Garvin deputy 
commissioner. Mr. ‘Garvin, who has 
served in the department for 16 years, 
has been investment supervisor and 
liquidating agent. In the past he has 
headed the department in the absence of 
the commissioner and deputy. 

Mr. Garvin succeeds George Good- 
win, who retired this month after six 
years in the post. Mr. Goodwin’s name 
plate, however, is to remain on the 
deputy commissioner's door. This 1s 
being done in case a bill passed by the 
general assembly after the governor’s 
adjournment proclamation is made law. 

The bill would allow the head of any 
department to waive the compulsory re- 
tirement regulations for essential em- 
ployes. In that case, Mr. Goodwin would 
probably be asked to resume his post, 
and Mr. Garvin would return to his. To 
complete the complex picture, Mr. Gar- 
vin will officially be on leave of ab- 
sence from his present department posi- 
tion, but will continue to perform its 
duties, to maintain his status under the 
merit system. 


Expand U. of Ill. Clinic 


The addition of one more speaker and 
a new subject to the program of the sec- 
ond annual advanced underwriting clinic 
at the University of Illinois, Aug. 9-12, 
was announced with the sending out of 
registration blanks. Herman Edwards, 
of the Louis Behr organization, Equi- 
table Society, Chicago, will speak on 
sales techniques for sole proprietorship. 
“Pension Planning for the Smaller Busi- 
ness,” the additional subject announced, 
will be handled by Rigdon Robb, North- 
western Mutual, Chicago. 


Lincoln Nat'l May Awards 


For the fourth consecutive year, the 
Ben Simon agency of Norfolk has been 
named Group I agency winner in Lin- 
coln National Life’s President’s Month 
May contest. The R. R. Onderdonk 








agency of Detroit won the Group -II 
competition. W. L. Pool of Norfolk 
was named first among all individual 
winners. 

Agencies were divided into two 
groups, according to number of repre- 
sentatives, and the winning agencies 
were determined on the basis of largest 
average production per agent in each 
group. The individual winner was 
named on the basis of largest volume 
of personal paid production. 


Life Insurers - Name 
Standing Committees 


The second quarterly meeting of the 
executive committee of Life Insurers 
Conference will be held just prior to 
the annual meeting of American Life 


gresive Life of Atlanta; statistics, W. B. 
Clement, Pilot Life; accident and health, 
W. P. Tate, Independence Life & Acci- 
dent. 


New Fiscal Agent Rider for 
Insurance Company Bond 


Surety Assn. of America has adopted 
a fiscal agents’ rider for use with in- 
surance companies’ primary commercial 
blanket bond to cover only fiscal agents, 
loan agents or loan correspondents. 
Previously, fiscal agents had been ex- 
cluded. The rider replaces the former 
primary commercial blanket bond cover- 
ing fiscal agents. The minimum amount 
for which such coverage can be written 





Convention in Chicago next October. has been reduced from $25,000 to 

Standing. committees for the year have $10,000. 

been named. The chairmen are as fol- The association also has introduced 

lows: a rider to amend the primary commer- 
Attendance, R. W.. Baxter, Rio cial blanket position bond to include 

Grande National; auditing, J. T. Smith, “faithful performance of duty” coverage 

Universal Life of Richmond; business when issued to fraternal and beneficial 


standards, E. W. Craig, National Life & orders. 
Accident; credentials, William S. Corey, 
Provident Indemnity; laws and legisla- 





Baltimore Life has appointed George 


tion, Ashley ‘C. Tobias, Jr., Palmetto H. Rhea manager of the new Cumber- 
State; membership, Bascom Baynes, land district office. He joined the com- 
Home Security Life; public relations, pany as an agent in 1940. 


Co-operative Finance Plan 


For agents to adequately 
meet today’s needs 


HIGHLIGHTS OF THE PLAN 


1. Two year period of definite income— 
plus opportunity for increases 


2. No financial obligation to the company 
or General Agent 


3. Social Security benefits— 


Plus 


Many other features general agents need. 


Territory Available for Writing 
LIFE ¢ ACCIDENT © SICKNESS ¢ HOSPITALIZATION 


4 will pay you fo investigate 
OUR BUILDERS OF MEN PLAN! 


GUARANTEE MUTUAL 


LIFE COMPANY 


Since 190] Omaha, Cl Yaekd 
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Mr. Weissman’‘s Jeremiad 


Nearly everyone has had the experi- 
ence of sitting enthralled while a reviva- 
list-type preacher goes into lurid details 
about the sinfulness of man and the vital 
urgency of his redemption before utter 
damnation sets in. All this seems pretty 
persuasive but when it's over the listener 
calms down and realizes that while the 
human race may have its faults it is by 
no means in the deplorable mess that the 
perspiring pulpit orator has made out. 

We believe that this was the reaction 
of most life insurance men who heard or 
read about the recent talk by Simon D. 
Weissman, National Assn. of Life 
Underwriters trustee and agent of Equi- 
table Society in Boston, before the New 
Haven Life Underwriters Assn. 

We have long admired Mr. Weiss- 
man’s sincerity, integrity, intelligence, 
and aggressive outspokenness in behalf 
of what he believes to be right. Ap- 
parently a good many members of N.A. 
L. U. feel the same way, for they have 
twice elected him a trustee. 

Sut because of his position as a trus- 
tee of N.A.L.U. we believe that Mr. 
Weissman should have refrained from 
damning the life insurance agency sys- 
tem so resoundingly without having a 
much, firmer foundation on which to 
base his indictment. 

For example, what has Mr. 
Weissman for saying that the public 
holds the life agent in low esteem? 
Studies by L.I.A.M.A. indicate that the 
public has quite the contrary attitude to- 
ward the agent. Surveys at Seattle, 
3aton Rouge, and among Dartmouth 
College students indicated that only 
the teacher and doctor were consistently 
ranked above agents on the of 
being most likely to put his client’s wel- 
fare above own interests. Agents 
ranked uniformly better than lawyers 
and congressmen on this survey. A very 
large majority believed the life insur- 
ance business to be doing a good job. 
A 1947 study by University of Minne- 
sota showed that the occupation of in- 
surance agent had made the largest im- 
provement of any, having been 14th in 
1925 and 10th in 1946 in prestige among 
the public. 

We question also Mr. Weissman’s 
statement that 80% of the full time 
ordinary commission - compensated 
agents receive less income from their 
life insurance sales than is necessary to 
maintain a decent standard of living and 


basis 


score 


his 


must either supplement their income 
from sources outside life insurance or 
starve. 

According to researchers who have 


tried to find out, there is no more elusive 
figure to pin down than the income of 


agents. Without a prohibitive amount 
of cross-checking there is no way of 
telling how much money an agent re- 
ceived from business not placed with 
his main company or how much A. \& 
H., or general insurance business he 
may have sold for non-life companies. 

In this connection, the fact that many 
life agents choose to augment their in- 
comes by writing A. & H. and general 
insurance can hardly be regarded as evi- 
dence that they are barely keeping ahead 
of the sheriff. It would be as illogical 
to think that a fire insurance agent was 
in desperate circumstances because he 
also wrote casualty insurance. 

There is also the matter of defining 
terms. What is a “decent standard of 
living?” It varies from individual to in- 
dividual and from locality to locality. It 
is generally considered that each man 
finds his proper economic level through 
his own efforts and that if he isn’t higher 
up the economic ladder it is because he 
lacks the desire or the ability. 

What is the relevancy of Mr. Weiss- 
man’s statement that less than one-half 
of 1% of life agents are members of the 
Million Dollar Round Table? The per- 
centage is of course affected by the 
number considered as the total. But the 
number of million-dollar writers has no 
bearing on the incomes of the other 
agents. Million-dollar writers could 
still be the same percentage of the total, 
even if everyone else were writing $999,- 
999 a year. 

Mr. Weissman stated that when ordi- 
nary production in 1948 fell from 1947 
the order went out “from almost all 
home offices” to increase the field forces 
by 20% to 33%. Inquiry at L.I.A.M.A. 
fails to substantiate any such sweeping 
statement about the industry. There 
may have been companies here and 
there that took such drastic steps but 
there is no indication that they were 
typical. 

As for Mr. Weissman's statement that 
sales of ordinary per agent have been 
declining steadily, inquiry at L.I.A.M.A. 
discloses that for every 100 ordinary 
agents in 1945 there were 132 on Jan. 1, 
1949, while the figure for ordinary busi- 
1948 was 50% above 


, 


ness written in 
that for 1945. 
In dealing with social security for 
agents Mr. Weissman seems to be over- 
simplifying a complex and highly con- 
troversial subject. He says in effect that 
all social security problems exist solely 
because company management—with a 
few exceptions—is so ornery. But even 
taking Mr. Weissman’s opinion of man- 
agement at its face value there is a lot 
more to the problem than management's 


cussedness. 

In his New Haven speech, Mr. Weiss- 
man appears to have used basic data of 
questionable accuracy and then to have 
put the most lugubrious possible in- 
terpretation on them. Actually, if the 
life insurance sales field were as bad as 
Mr. Weissman makes out it would be 
impossible for it to have the fine army 
of agents that it has. Life insurance is 
in competition with other businesses for 
manpower. If agents are having such a 
rough time they are not serfs who can- 
not quit and go into some other line of 
work in which they could make more 
money. The fact that they stay on in 
the life insurance business seems to in- 
dicate that however poorly they may be 
getting along they are not convinced 
they could do better elsewhere. When 
the business has over 800 agents sell- 
ing a million dollars a year or more— 
many of them much more—it would 
seem a pretty good indication that the 


agent who is “desperately insecure,” as 
Mr. Weissman puts it, should find fault 
with his own ability, industry, or work 
habits rather than with the agency sys- 
tem, for ordinarily his commission rates 
are the same as those paid the million- 
dollar producer, 

All human institutions can, of course, 
stand improving, but our impression has 
been that real progress has been made 
in the agency system in recent years, 
particularly since the temporary na- 
tional economic committee investigation 
of a decade ago focused public attention 
on induction and compensation. 

‘We believe that Mr. Weissman hurled 
his jeremiad at the agency system be- 
cause in his zeal to effect improvement 
he felt that anything less than such dras- 
tic measures would be ineffectual. But 
in the long run, soundly based data are 
more effective than resounding denun- 
ciations and appeals to emotions based 
largely on assumptions. 


Troublesome Revision of Section 213 


The joint committee of the American 
Life Convention and the Life Insurance 
Assn. of America appointed last winter 
to prepare revisions of section 213 of 
the New York insurance law on expense 
limitations is reportedly, making con- 
siderable progress although nothing defi- 
nite is expected for several months. 
Target date for the revision is some 
time during the next session of the New 
York legislature although it is not cer- 
tain that a suggested revision can be 
completed by that time. 

Actuaries engaged in the work report 
that not even the Guertin legislation had 
half the complications involved in de- 
veloping a workable, satisfactory revi- 
sion of section 213. The committees 
have been working on the problem for 
some six months but point out that no 
previous revision was completed in less 
than two years. 

The over-all committee is directing 
three subdivisions, one studying actu- 
arial and technical adjustments, another 
relations with agents, and third, a legal 
committee whose principal work will 
probably not begin until a measure is 
ready for drafting and presentation to 
the legislature. 

There are perhaps as many views and 
problems created by the statute as there 
are companies entered in New York 
state. In fact the effect of the statute 
is felt by any company doing business 
regardless of whether it is entered in the 
state. The need for a revision was 
stressed primarily by smaller compa- 
nies and their field forces generally be- 
cause of its effect on agents compensa- 


tion. However, size of the company 
alone is not a criterion of troubles with 
the law. Problems differ with large 


companies, small companies, combina- 
tion companies, ordinary companies, 
young companies, old companies, man- 
ager companies, general agency compa- 
nies, New York companies, other state 
companies, with additional ramifications 
for alien companies depending on 
whether or not they are entered in the 
state. Different problems are also en- 
countered by companies entering addi- 
tional states and those already in all 
states or indicating a desire to do busi- 
ness only in those in which they are 
presently entered, and the type of busi- 
ness written such as term, endowment, 
annuity. With even more problems than 
these involved, it seems that a solution 
which will make every phase of the 
business happy is impossible. 

The committee already has received 
an abundance of suggestions as to what 
is needed and is testing each feasible 
suggestion on a number of different com- 
panies to see how it would function in 
practice. No overall solution has yet 
been found, however, which would not 
seriously affect the operations of one 
or more companies. 

One committeeman pointed out that 
it is not only a task to develop solutions 
to existing problems but added that sev- 
eral of the problems themselves have 
changed or taken different directions in 
the past few months. 

There are extra-industry situations 
which must be met as well. One ob- 
server pointed out that the industry is 
in the predicament of seeking to in- 
crease its expense limitations at a time 
when the country has started on a de- 
flationary path, with prices going down. 


Few suggestions have been made to 
curtail the expenses allowed. All ot 
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them are aimed at increasing expenses 
instead. 

Thus it appears that the industry is 
several years behind the trend and might 
be in a bad position for good public re- 
ception of the change if it looks as 
though it were increasing its prices 
while everything else is being reduced. 
The companies are even more hesitant 
than the legislature about incurring bad 
public reaction and must be cautious in 
preparing the suggested changes. 

Agents, general agents and managers 
also are interested in the revision on the 
statute. Some general agents feel that a 
manager’s contract is superior to theirs. 
Agents’ support of a revision is perhaps 
based on the feeling that the platform 
of the compensation committee of the 
National Assn. of Life Underwriters 
cannot be fulfilled by a company and 
still keep its expenses within the limits 
of the statute. One suggestion has been 
that the agents compensation sections 
of the statute be placed in an entirely 
separate section, but even this has rami- 
fications that make it far more difficult 
than it sounds. Agents are also inter- 
ested in simplification of the statute. At 
this point there are few people in the 
industry who understand Section 213 or 


know how it works. Nevertheless all 
concerned seem convinced that any step 
taken will have to give the agent a bet- 
ter understanding of what rules govern 
his commission income. Agents have a 
right to have the law which governs 
their income made understandable. 

Fortunately, no segment of the busi- 
ness wants an extravagant revision that 
will affect the stability of the ‘business. 

The committee working on revision 
expects to work right through the sum- 
mer to make the most of all available 
time. 

It is reassuring to know not only that 
the work is being carried forward but 
that those charged with pushing it are 
taking their jobs so seriously. 

The pending revision, assuming of 
course that it is enacted, will stand for 
years to come as a monument to its 
drafters.. Because of its basic impor- 
tance to the business, expense limitation 
legislation should be so drawn as to 
give satisfaction for the longest possible 
time with a minimum of tinkering. The 
committee deserves the wholehearted 
support of everyone in the insurance 
business who can contribute anything to 
sound and speedy progress toward its 
objectives. 








PERSONALS 


Foster Vineyard, partner in the Little 
Rock agency of Aetna Life, Campbell 
& Vineyard, was the subject of a recent 
article in the “Arkansas Gazette.” It 
pointed out Mr. Vineyard’s many hob- 
bies and his civic contributions to his 
community. 

Carrol M. Shanks, president of Pru- 
dential, and his son Wallace leave for 
four weeks of big game hunting in Can- 
ada the end of July. The trip will cover 
some of the most primitive areas of the 
Yukon east of the Alaskan border. On 
a similar trip two years ago, Mr. Shanks 
killed a grizzly bear. The party will 
carry camera equipment in addition to 
their firearms. 

In recognition of 30 years of service 
with Metropolitan Life, Ralph E. Alder- 
son was honored at a dinner at Kenosha, 
Wis. For 20 years he has been in charge 
of the Kenosha office. Mr. Alderson 
has been president of Racine-Kenosha 
Assn. of Life Underwriters. 

Lester O. Schriver, Aetna Life, Pe- 
oria, Ill., former president of N.A.L.U., 
addressed the Milwaukee Rotary Club 
on “Living in Tomorrow’s World.” 

E. Kirk McKinney, president of Jef- 
ferson National Life of Indianapolis, 
has been appointed public interest mem- 
ber of the federal home loan bank 
board in Indianapolis. 

Phillip T. Aubin, a leading group 
producer in the Chicago office of Con- 
necticut General, celebrated 20 con- 
secutive years on the company’s honor 
troll by leading all Connecticut General 
producers in June. He made the Mil- 
lion Dollar Round Table i in 1948. 

















All of 
Norman Treis, 48, assistant district 
TION manager for Prudential at Milwaukee, 
IDAY died at his home after a heart attack. 
h 2-2704. He started as an agent 22 years ago. 
in, _ Vice- Grover F. Knoernschild, 59, assist- 
. Fourth ant manager of Prudential ordinary 
department at Milwaukee, died after a 
et? long illness. He had been associated 
with Sidney J. Herzberg, ordinary man- 
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ager at Milwaukee, for many years and 
was a former secretary of Milwaukee 
Assn. of Life Underwriters and chair- 
man of the business practices council. 
B. B. Knight, 49, Ohio State Life 
general agent at Roxboro, N. C., died 


XUM 


recently of a heart attack. A graduate 
of Furman University, he was one of 
the company’s leading producers. He 
had been with Ohio State Life since 
1934. 

Frank L. Rexford, underwriting man- 
ager for Illinois Bankers Life. died at 
his home in Monmouth, Ill. Mr. Rex- 
ford formerly held a_ similar position 
with the old Illinois Life at Chicago. 

George Robson, 45, vice-president and 
manager of the Chicago branch office of 
Continental Assurance, died in East Chi- 
cago, Ind., following a cerebral hem- 
orrhage suffered while he and _ his 
family were en route to a vacation. Mr. 
Robson, his wife and two children had 
left their Evanston home to drive to 
Michigan and were stopped in East 
Chicago when the attack occurred. 
Taken to St. Catherine’s Hospital he re- 
mained in deep coma and died about 10 
hours later. 


Mr. Robson had held his present post 
since,1941 and had been in the insurance 
business for 23 years. He started as a 
personal producer for Connecticut Gen- 
eral in New York in 1926 and within 
one year advanced to supervisor for that. 
company. He was tranferred four years 
later to Springfield, Mass., as assistant 
to the general agent. In 1934 his com- 
pany set up a special brokerage depart- 
ment in Chicago with Mr. Robson as 
manager. The business of the new de- 
partner tripled in the next seven years. 





New L.I.A.M.A. Booklet 
Deals with Misconceptions 


Four factors are primarily responsible 
for the low cost and high dividends 
which characterize National Service 
Life Insurance, Charles J. Zimmerman, 
associate managing director of Life 
Insurance Agency Management Assn., 
said in a preface to an L.I.A.M.A. book- 
let on common misconceptions about life 
insurance. 

Commenting 
plans to pay 





on the government's 
dividends next year to 
veterans who have held N.S.L.I., Mr. 
Zimmerman explained that: N.S.L.I. 
has no overhead charged against it; 
no service connected disability and 
death claims are charged against N.S. 
L.I.; N.L.S.I. is given preferred treat- 
ment on its investment funds, and N.S. 
L.I. pays no taxes, while private com- 
panies pay both federal and state taxes. 

The L.I.A.M.A. booklet is titled 
“True or False?” Released early in 
July, it is designed to enable agents to 
answer common misconceptions . about 


the business. The booklet anticipates 
that, as a result of the N.S.L.I. divi- 
dends, some veterans will be asking, 
“If the government can pay a big divi- 
dend on N.S.L.I, it seems logical that 
life insurance companies could do the 
same thing.” 

The booklet is edited by Donald E. 
Lynch, assistant director of institutional 
relations and also provides agents with 
factual answers to such criticisms as: 
“term insurance is the only kind of life 
insurance a man needs;” “the enormous 
size of life insurance companies and 
their attendant economic power is a bad 
thing for the nation’s economy;” “life 
insurance companies charge the same 
rates because of anti-competitive agrec- 
ments among them;” “life insurance 
companies maintain too high reserves; 
reserves are actually profits;’ “‘com- 
panies make a profit on lapsed busi- 
ness;” “the agency system of life insur- 
ance distribution is unduly expensive 
and inefficient;” “when you borrow on 
your insurance policies, it is your own 
money you borrow, therefore you should 
not have to pay interest on it.’ 





Agent Must Underwrite 


San Antonio Assn. of A. & H. Un- 
derwriters heard Ernest O. Severin, 
chief underwriter of American Hospital 
& Life, talk on the salesman’s part in 
underwriting hospitalization and A. & 
H. insurance. He said the answers on the 
A. & H. application do not give the 
complete picture that the life application 
does. He said that unless benefits are 
$200 per month or more, inspections are 
rarely required. He brought out that 
the agent who does not give full and 
clear information concerning the appli- 
cant for A. & H. insurance will suffer 
from ill will caused by denial or delay 
in payment of claims. 





James G. Quinlivan has been ap- 
pointed assistant manager of the Robert 
E. Wilkins Prudential agency at Hart- 
ford. With the organization since 1946, 


‘Life, 


he has served as agent and as agency 
assistant. 


Mutual Trust Names 
Conway G. A. at Lansing 


Mutual Trust Life has appointed 
George F. Conway, Jr., general agent 
at Lansing, Mich. His territory includes 
seven counties. He formerly was an 
agent and agency manager consecutively 
for Travelers, Aetna, and National Life 
of Canada. 





Honor Sterling L.O.M.A. Grads 


Seven employes of Sterling have 
passed the examinations for the Life 
Office Management Assn. courses they 
had taken. The company honored its 
students at a dinner at Chicago at- 
tended by Treasurer J. A. McCullagh 
of Sterling, the instructor, and G. E. 
Holmquist, vice-president. 





Sun Life Inducts Club Members 


George W. Bourke, vice-president 
and managing director of Sun Life of 
Canada, was the principal speaker at 
the annual dinner of the company’s 
quarter century club at the auditorium 
of the head office building at Montreal. 
Arthur B. Wood, president, welcomed 
35 new members to the club. 





In the anniversary drive of Victory 
Topeka, L. R. Brown, Junction 
City, Kan., was leader in volume and 
Bo 6; Reeves, Parsons, led in lives. 
Seventy-one agents qualified for cash 
bonuses. First quarter ‘business is 
ahead of 1948. 

Vice-president F. R. Kerman of Pa- 
cific Mutual Life, who is president of 
the California division of American 
Cancer Society, spoke before’ the 
Orange County branch at Santa Ana, 
Cal., on “You Can Do Something About 
Cancer.” 
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Chil M-Miblen 
C. ept 


Given a satisfactory interview in which life 
insurance receives the consideration it de- 
serves with respect to a man's business and 
family situation, the agent can safely prom- 
ise that the subject will never again be raised 


except at the prospect's invitation. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, N. Y. 


No. 27 of a series — No. 26 appeared last week. 
































LIFE AGENCY CHANGES 





Mutual Benefit Designates 
Hintzpeter at Bozeman 


Mutual Benefit will open an agency 





at Bozeman Aug. 1 under Ervin D. 
Hintzpeter, who 
will be general 
agent for Mon- 
tana. Mr. Hintz- 
peter has had 22 
years of life insur- 
ance experience, 
the last nine with 
Mutual Benefit at 
Chicago. Associ- 
ated with him as 
office manager in 
Bozeman will be 
W. Herbert Ten- 
nyson, district man- 
ager for Mutual E. D. Hintzpeter 
Benefit at Great 
Falls, Mont. since 1941, who has held 


various home office and field posts since 

starting with that company in 1905. 
Mr. Hintzpeter, following graduation 

from Northwestern University in 1927, 


started with his father, Herman C. 
gg who was manager for Mu- 
tual Life in Chicago. After serving as 


agent, re larath sy instructor and assist- 
ant manager with Mutual Life, in 1940 
he joined the Parsons agency of Mutual 

Senefit in Chicago. His personal pro- 
duction has totalled $1 million several 
years. For the past five summers he 
has made his home in Gallatin county, 
Mont. where his wife formerly resided 
and where Bozeman is located. 

The Parsons agency held a cocktail 
party in honor of Mr. Hintzpeter and 
C. J. Van Laarhoven, who wa's assigned 
to the agency in May as a unit super- 
visor. 


Lawson Associate G. A. 


H. Bentley Lawson of Harlan, Ky., 
has been appointed associate general 
agent of the Lexington, Ky., agency of 
Ohio State Life, of which Otis Amis is 


general agent. He will have charge of 
southeastern Kentucky. Mr. Lawson is 
a former superintendent of schools and 





has had considerable insurance experi- 
ence. 
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McLeod Takes Clarkston 
Post for Franklin Life 


Jack A. McLeod of Clarkston, Wash., 
has been appointed general agent in the 
Lewiston - Clarks- 
ton area for the 
Franklin Life. A 
graduate of the 
University of 
Washington, Mr. 
McLeod was coun- 
try circulation man- 
ager for a large 
daily newspaper 
before entering life 
insurance with Cali- 
fornia - Western 
States Life at Spo- 
kane in 1946. The 
following year he 
moved to Clarkston 
with that company. Mr. McLeod has 
been a member of the Leading Produc- 
ers Club every year since entering the 
business. He has been a member of the 
App-a-Week Club continuously since his 
first week in the field. 

He is past secretary-treasurer and 
immediate past president of the Lewis- 
Clark Underwriters Assn., and is now 
national committeeman., 


Legler Named General Agent 


William S. Legler has been appointed 
general agent at Minneapolis of Wis- 
consin National Life. He will have 
charge of Minneapolis, St. Paul and the 
adjacent six counties. He has been iden- 
tified with the life and A. & H. business 
in the Twin City area for eight years. 
He is vice-president of the Minneapolis 
A. & H. Assn. and a member of the 
board of the Minnesota state association. 
His offices are in the Northwestern 
3ank building, Minneapolis. 


Ryan to New Brunswick 


John P. Ryan, southeastern regional 
supervisor for John Hancock, has been 
promoted to district manager in charge 





J. A. MeLeod 


of the New Brunswick, N. J., agency. 
He succeeeds Edward V. Mullaney, 
who has been transferred to Massa- 


chusetts. 





Oslico Underwriters Have Complete 


Training Course 


Our training process now covers every 
phase of a field man’s daily operation. 
Prospecting—approach—presentation— 
close-work habits are now established 
in a definite proven work pattern. 


It’s a long call from the old days when 
a field man was handed a rate book and 
a bunch of applications. 











Horton Memphis ee 


Robert B. Horton has been appointed 
Memphis city manager for Metropoli- 
He succeeds William W. Conley, 


tan. 

who has been made manager of the 

New Orleans district. 

Ross Joins John Hancock 
Richard F. Ross has been named 


north Florida supervisor for John Han- 
cock. Previously he had been with Jef- 
ferson Standard in a managerial posi- 
tion. 


Jefferson Natl. Names Brand 


Carl L. Brand has been appointed 
manager at Fremont, O., of Jefferson 
National. He entered insurance nine 


years ago and has been a $250,000 pro- 
ducer. Mr. Brand was most recently 
with Lutheran Mutual. 


_ ASSOCIATIONS 


San Antonio Association 
Hears J. L. Anderson 


J. L. Anderson, Corpus Christi gen- 
eral agent of Capitol Life and vice- 
president of the Texas Assn. of Life 
Underwriters, recently spoke to the San 
Antonio association on, “It Is Us, Ain't 
i¢e” 

He reviewed briefly the growth of 
the state and National associations, and 
outlined the services which the asso- 
ciations are rendering for the life under- 
writer. He then spoke of the impor- 
tance of the professional underwriter 
becoming a member of his profession 
organization as the lawyer and doctor 
do. He developed the value of member- 
ship numbers in impressing legislators 
when measures which would be for the 
good of the business and the public 
are under consideration. 

Mr. Anderson declared 





that 20,000 


licenses are listed on life insurance 
agents and stated that many of these 


are engaged in selling burial insurance, 
mutual assessment insurance, and 
county mutual insurance, along with 
other forms. Eliminating these, he em- 
phasized the thought that there are still 
too many life underwriters who are 
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qualified for membership in the associa- 
tions who are not members. He urged 
that each member strive to bring one or 
more of the qualified life underwriters 
into the association. 


Training School for Neb. 


LINCOLN, NEB.—A leadership 
training school held here was attended 


by 25 newly elected officers of local 
associations. It was sponsored by Ne- 
braska Assn. of Life Underwriters. 


State President Milton Koch, North- 


western Mutual, Lincoln, presided. In- 
structors were Nate Liebermann, 
Palmer Insurance Agency; Harry 


Thorpe, Equitable Society; H. F. Hill- 
man, Prudential; B. L. Ehrman, Metro- 
politan, W. A. Fraser, Bankers Life of 
Iowa; Ben R. Gadd, Guarantee Mutual 
Life, and O. R. Frey, Bankers Life of 
Nebraska. 


Ohio School at Columbus 


Officers of about 30 local associations 
attended a training course given in Co- 
lumbus under the auspices of Ohio 
Assn. of Life Underwriters in coopera- 
tion with the National association. Rob- 
ert K. Zimmer, Columbus, vice-presi- 
dent of the state association, presided. 
Speakers were C. E. Spencer, Toledo, 
president of the state association, and 
Superintendent Robinson of Ohio; E. T. 
O’Brien, retiring president of the Co- 
lumbus association; C. Nelson Black, 
treasurer; S. S. Loyer, secretary, and 
Richard Gross, chairman of the mem- 
bership committee. 


Richmond—Horace F. Sharp, Atlantic 
Life, has been elected president. James 
A. Blades, Metropolitan Life, vice-presi- 
dent, and Samuel R. Ames, Mutual Bene- 
fit, secretary. 

Denver—Eleven local association offi- 
cials attended a special officers’ training 


school here sponsored by the state as- 
sociation. 
New York City— The Long Island 


branch has elected Leroy S. Zider, Mu- 
tual Benefit, president; James B. Ken- 
nedy, Equitable Society, executive vice- 
president; James F. Carroll, John Han- 
cock, public relations vice-president; 
Benjamin A. Lowenstern, Security Mu- 
tual, treasurer; Frank M. Greenberg, 
Prudential, secretary; Andrew M. Chris- 
tensen, New York Life, board chairman. 
Oklahoma—An officers’ training school 
was conducted at Oklahoma City under 
the direction of Homer Jamison, Equi- 
table Society. Besides the state associa- 
tion, Oklahoma City, Tulsa, Enid, Mus- 
kogee and Lawton associations were 
represented. 
Kan. Albert Sutton has 
president. Paul Bingham, 
was named vice-presi- 
National Fi- 


Emporia, 
been elected 
American Home, 
dent; and E. D. Bennett, 
delity, secretary. 

Topeka—Gerald Hayes, 





Massachusetts 


Mutual, has succeeded Paul J. Allen as 
president. Herbert Langedorf, Jr., was 
appointed vice-president; and Harlan 


Schlichter, Fidelity Mutual, secretary. 

Great Bend, Kan.—W. O. Vollmer has 
been elected president of the Central 
Kansas association. Other officers are 
Lester L. Shaw, Kansas City Life, vice- 
president; and Charles Hamilton, secre- 
tary. 

Indianapolis — Twenty-five men were 
recently graduated in the first L.U.T.C. 
training course sponsored by the In- 
dianapolis association. 

Springfield, O.— New officers elected 
are: Daniel F. Casasanta, Metropolitan, 
president; James’ Bryson,  vice-presi- 
dent; Hiran Abeggien, secretary. Guest 
speaker was Judd C. Benson, Cincinnati, 
vice-president of N.A.L.U. 

Roanoke, Va.—A leadership training 
school was held by the state association 
for newly elected officers of local asso- 
ciations in southwest Virginia. 

Hartford — Fifty-eight men_ received 
national quality awards at the annual 
outing. Six are five-year qualifiers. 

Padueah, Ky.—C. A. Ames has been 
elected president; Edmond A. Tilley, 








vice-president, and Mrs. Henrietta 
Smith, secretary. New national com- 
mitteeman is C. T. Winslow, who will 


serve out the unexpired term of Cecil 
Draffen. 

Fayetteville, N. C.—C. W. Hall has 
been installed as president; L. C. Hub- 
bard, vice-president; and Edward Edger- 
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secretary. Presiding at the instal- 
ceremonies was Kirby Hart of 
vice-president of the state 


ton, 
lation 
Goldsboro, 
association. 

Lawrence, Kan.—Daniel P. Cahill, di- 
rector of the Purdue course, spoke at 
the June meeting. National quality 
awards were presented ‘to five associa- 
tion members. 





elected are F. Vinton 


New Officers 

Wagner, Northwestern Mutual, presi- 
dent; Edward H. Rouch, Mutual Life, 
vice-president; and Edwin A. Lewis, 
 hahimancnne Mutual, secretary. 





SALES MEETS — 


Wis. Nat'l Has Leaders 
Convention at Oshkosh 


About 100 agents and their wives at- 
tended the three-day leaders’ conven- 
tion of Wisconsin National Life at Osh- 
kosh. Agents from Wisconsin, Michigan, 
Illinois, Indiana and Minnesota with an- 
nual production of $75,000 or more at- 
tended. Speakers included Mayor E. R. 
Siewert, President R. P. Boardman and 
other company officials and successful 
producers. 

Charles J. Zimmerman, associate 
managing director of L.I.A.M.A., ad- 
dressed the Monday night banquet, 
which was followed by a dance. At the 
40th anniversary banquet Tuesday night 
speakers included President Boardman 
and V. L. Sprague of the Gourfain- 
Cobb Advertising Agency, Chicago. The 
latest film of the Institute of Life In- 
surance was shown. 


Midland Mutual Plans 
Convention Cruise 


Midland Mutual will hold a five-day 
convention cruise on Lake Superior for 
its leading producers, their wives and 
officers. Short business sessions will be 
held each day. The trip will start at 
Detroit aboard the S.S. South America 
and stops will be made at Mackinac 
Island, Munising, Houghton and Du- 
luth, 











New England Mutual Drive 


The winners of New England Mu- 
tual’s 38th annual policyholders months’ 
competition, will receive a three-day 
all-expense trip to the home office next 
September. Here they will participate 
in a conference on estate analysis, busi- 
ness insurance .and_ pension trusts, 
topped off by a company dinner at 
Swampscott. 





Pilot Life Convention 


Home office officials, guests, and close 
to 300 qualifying agents of Pilot Life 
attended the company’s industrial divi- 
gion hatte convention at Myrtle Beach, 


~ RECORDS 


New insurance paid for in Bankers 
Life of Iewa the first half of the year 
totaled $76,367,776, an increase of more 
than $3 million over last year. Ordi- 
nary sales for the first six months were 








$59,047,243 and group $17,320,533. For 
June, new business sold totaled $11,- 
668,762, of which $9,987,229 was ordi- 


nary and $1,681,533 group. 

Life insurance in force at the end 
of June reached the new high of $1,- 
417,622,386, of which $1,183,509,935 was 
ordinary. The increase of total insur- 
ance in force for the year to date is 
nearly $4144 million. 

National Life of Vermont's sales for 
June were $8,432,646 as against $7,841,- 
069. For the first six months, the net 
gain in insurance in force was $33,- 
621,704. 

Massachusetts Mutual’s new business 
for the first six months totaled $130,- 
017,836, a 19.8% increase. 

Business Men’s Assurance production 
last month exceeded that of any other 
June in the company’s 40-year history. 
Combined production of life, A. & H. 
and group was 24% greater than June, 
1948. New paid life for the month 
totaled $9,550,117, bringing the six 
months’ total to $50,948,952. A. & i 
premium income exceeded that of a 
year ago by more than 26%: with the 
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total for the first six months 19% 
greater than in 1948. 


Agency forces of Republic National 
Life broke previous production records 
for June, and production for the first 
six months is ahead of that of last 
year for the same ea ote is up 
10.2% and A. & H. up 6%. Life 
business for June totaled $3. ret 894, and 
new A. & H. premiums were $58,832 


_ COMPANY MEN 


Weissinger Heads N. Y. Life 
Sales Promotion Division 


New York Life has created a sales 
promotion division under the direction 
of Walter Weissinger, assistant vice- 
president. In addition to his new duties, 
Mr. Weissinger will continue to serve as 
the agency department’s liaison in a 
variety of relationships with the field. 
Andrew H. Thomson, formerly director 
of management training, becomes direc- 
tor of sales promotion and will have 
general responsibility for all the com- 
pany’s sales promotional material, sales 
literature and sales publications. Con- 
siderable expansion of this division is 
contemplated. 

Assistant Vice-president Raymond C. 
Johnson has been assigned specific re- 
sponsibility for a number of phases of 
agency administration. To assist Mr. 
Johnson two assistant superintendents 
of agencies, Richard P. Koehn and Paul 
A. Norton, have been assigned to the 
home office from their former positions 
at Dallas and Houston respectively. 

In addition to these assignments, 
Mr. Koehn will work on the company’s 
expanded plans for college recruiting 











and Mr. Norton will take over gen- 
eral supervision of the home office 
schools for newly appointed assistant 
managers. 


Northwestern Mutual 
Names Nine Trustees 


Trustees elected to four-year terms 
recently by Northwestern Mutual are: 
Sutherland Dows, president Iowa Elec- 
tric Light & Power Co., Cedar Rapids; 
Merle babe director Cities Service, 
Washington, C.; Harry M. Wriston, 
president .. University, Providence, 
R. I.; Harry Lynn Pierson, president 
Detroit Harvester Co.; and from Mil- 
waukee, Irving Seaman, retired presi- 
dent of the Seaman Body Corp.; Ben- 
jamin Pross, attorney; H. M. Stratton, 
president Stratton Grain Co.; William 
C. Frye, former president Chain Belt 
Co.; and Charles P. Vogel, president 
Pfister & Vogel Tanning Co. 


Prudential Promotes Five 


Prudential has promoted James D. 
Sweeney to mortgage loan inspector at 
San Francisco and advanced Gorg A. 
Beech,’ Richard C. Kern, James M. 
Koon and Leslie I. Sutton from mort- 
gage loan inspectors to mortgage loan 
appraisers at the Sacramento branch. 

Mr. Sweeney went to the San Fran- 
cisco office in 1947 and was placed in 
charge of new loans, renewals and col- 
lections in January of 1949. He at- 
tended the University of San Francisco, 
and is a navy veteran. 


Mitchell to Maryland Life 


John R. Mitchell, formerly with Mas- 
sachusetts Mutual at Baltimore, has 
been appointed field supervisor for 
Maryland Life. He will operate from 
the home office. 





Bennett Retiring From Travelers 


Joseph W. Bennett, assistant auditor 
of Travelers since 1929, has retired 
from active service upon advice of his 
phy sician. . 

Mr. Bennett joined Travelers in 1907 
as a member of the life actuarial de- 
partment. He subsequently transferred 
to the general accounting division and 
became a member of the audit depart- 
ment in 1915. 


Hancock V.-P. 





T. Frederick Brun- 
ton has been elected 
a vice-president of 
John Hancock. Mr. 
Brunton will con- 
tinue his present ad- 
ministrative duties in 
the industrial branch. 
He recently com- 
pleted 45 years’ serv- 
ice with John Han- 
cock and has been 
with the industrial 
department during 
his entire career. 
From 1909 to 1923. 
he was manager of 
the industrial division of the actuarial de- 
partment. He was appointed assistant ac- 
tuary in 1923, associate actuary in 1944, and 
was elected a 2nd vice-president in 1946. 





Ohio State Promotes Three 


Ohio State Life has announced three 


promotions in its home office staff. 
Charles R. Stratton and _ Richard 
Rueckel have been named _ assistant 


auditors, and Arthur Geyer has been 





appointed assistant manager of the pol- 
icy service department. 





Dean Wall Elected 
United Fidelity Actuary 


Dean Wall of St. Louis has been 
elected actuary of United Fidelity of 
Dallas. He has been in the actuarial 
department of General American Life. 
He has more than 20 years’ experience 
in actuarial work, having been so en- 
gaged since his graduation from Wash- 
ington University. 





W. R. Perkins Advanced 


William R. Perkins has been ap- 
pointed assistant comptroller of Fidelity 
Mutual. Formerly supervisor of ac- 
counts, Mr. Perkins has served in the 
eabainiittie penaiialeiaiin since 1930. 


Harold F. Poeschel, Home “Life, 
Newark, has qualified for the 1949 Mil- 
lion Dollar Round Table for the second 
consecutive year. Poeschel stands fifth 
among all the agents of the company. 
He has consistently qualified for the 
national quality award since he joined 
the agency in 1943. 





“| Like Our Triple 
Security Program’ 


HARVEY H. SMITH 


Fort Plain, New York General Agent 


Muutuar TRUST LIFE field men 
are able to provide for policyhold- 
ers’s ecurity with the best in low net 
cost policies. They are able to in- 
crease their immediate earnings 
and security under their liberal new 
contracts with favorable vesting 
provisions. And when it comes time 
to retire they receive not only a 
pension income but also a liberal 


persistency allowance to complete 
their lifetime security program. 


A few general agency 
openings available. 


“Nothing Better insy-~ 


MUTUA 


LIFE INSUR% 
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Home Office: 135 South La Salle Street 


A 44 Year Old... 
Million in Force ... 


Low Net Cost Company . 
and Over $100 Million in Assets 
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COMPANIES 


Monumental Life to 
Increase Capital Stock 


Monumental Life of Baltimore will 
increase its capital stock from 300,000 
shares of $10 par value to 400,000 shares 
of $10 par. 

The company has declared a stock 
dividend of 331/3% payable Aug. 9 
out of the increased capital stock to 
holders of record July 18, as well as a 
semi-annual dividend of 60 cents a 
share and an extra 15 cents payable July 
21 to stock of record July 18. 








Wash. Department, Federal 
Old Line Reach Agreement 

SEATTLE—The two-year old legal 
fight between Commissioner Sullivan 
and Federal Old Line Life, Seattle 
mutual, was finally settled out of court 
after both parties agreed to dismissal 
in a stipulation filed with the King 
county superior court. 

The company agrees to limit its ex- 
penses to 125% of first year premiums, 
30% of renewal premiums and 1% of 
mean ledger between July and Dec. 31, 


a 








TOLERANCE 


It was a streetcar filled with 
mid-afternoon shoppers. The man 
was in the prime of life, husky, 
his cheeks ruddy with health. A 
shabbily dressed, elderly woman 
boarded the car. No seats were 
left; yet tho’ she stood directly 
in front of him, the man con- 
tinued to read his paper without 
stirring to offer her his seat. One 
woman whispered to. her neigh- 
bor, “Such rudeness! If I were 
a man, I’d jerk him right out of 
his seat.” She herself arose to 
give her seat to the shabby lit- 
tle woman, and continued to 
glare. “I hate a man like that!” 
she exclaimed, almost audibly. 
Three blocks farther on, the 
boor rang the bell. As the car 
stopped, he struggled to his feet, 
dragged from concealment be- 
tween his body and the car wall 
a pair of crutches and slowly, 
tortuously dragged paralyzed 
legs down the aisle after him. 
The woman blushed visibly. She 
had judged too quickly, without 
knowing all the facts. 


Without Tolerance, we should 
never be able to put our ideas 
across to others, to live with 
others, In every person we could, 
if we tried, find some character- 
istic which we do not like. If 
we condemned on the basis of 
one fault, we should find no one 
with whom we could deal, and 
no one would deal with us. 


WHEN YOU FAIL TO CON- 
VERT A MAN TO A GOOD 
IDEA, DON’T ALLOW 
FAILURE TO SEE i 
LOGIC TO PREJUDICE 
AGAINST HIS WHOLE CHAR- 
ACTER. 


PAUL SPZICHER 
Managing Editor 


THE INSURANCE 
"RESEARCH & REVIEW SERVICE 
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1949. For the six months following the 
latter period, expenses would be limited 
to 120% for first year premiums, 2714% 
on rerewals and 1% of mean assets; 
from July 1, 1950, until termination of 
the agreement, first year expenses would 
be limited to 115%, 25% on renewals 
and 1% of mean assets. 

The company also agreed that it will 
not spend more than $1,000 a month 
publishing its policyholders magazine. 

Federal Old Line will allocate 4% of 
its gross premium income for each ac- 
counting period to apply against policy 
liens imposed May 9, 1940. Commenc- 
ing June 30, 1949, it will furnish semi- 
annual statements certified by a recog- 
nized actuary. The salary of any official 
is limited to $10,000 per year. 


New Nevada Company 


A company now being organized in 
Reno, Nev., is to be known as Uni- 
verse Insurance Co., with offices in the 
Professional building. E. Frandsen 
Loomis is president; Morgan Anglen, 
vice-president; and Benedict J. Dasher, 
secretary. 


AGENCY NEWS 


School at Okla. City 


James Bergen, assistant educational 
director of Massachusetts Mutual Life, 
conducted a 4% day school for the J. 
Hawley Wilson agency at Oklahoma 
City, with 26 agents from central and 
western Oklahoma in attendance. 


High Honors for | Pittsburgh 


The Pittsburgh agency of Ohio State 
Life ranked first in production in June; 














E. D’Emilio, manager, was first 
among personal producers and was 
named manager of the month. A. Ed- 


his son and associate 
manager, was second and was desig- 
nated man of the month. Two other 
members of the agency also were among 
the top producers for the month. 


ward D’Emilio, 





Brennan Sponsors Drive 


James H. Brennan, Chicago agency 
manager for Fidelity Mutual, is spon- 
soring a seven week summer drive for 
his agency. The contest is designed to 
bear out Mr. Brennan’s point that there 
is no reason for a summer slump in 
business. The drive will be climaxed 
by a day at the Elmhurst Country Club 
with presentation of awards and golf 
prizes. 


L. A. Leads Mutual Life 


Mutual Life’s Los Angeles agency 
led the company in volume and number 
of policies for the first six months. The 
Persons agency of Chicago was second 
in volume, and Milwaukee was second in 
policies. Warren L. Chase, Denver, led 
producers for June, J. Dudley Miller, 
Persons agency, being runner-up. In 
paid applications, Henry Burich, Minne- 
apolis, led; William Robison, Salt Lake 
City, being second. 








Cash Sickness liceaaiianid 


Bureau of A. & H. Underwriters has 
established a cash sickness insurance 
committee to assist member companies 
in writing coverage under the New 
York, New Jersey and California cash 
sickness laws. A bulletin will circulate 
information on the laws, regulations and 
interpretations. 

A poll taken by the bureau of its 
members showed that a substantial ma- 
jority were preparing to write coverage 
under the New York law and that by 
virtue of this decision several companies 
not now writing coverage in California 
and New Jersey would commence doing 
so soon. 

The committee is composed of P. J. 
Burns, Eagle-Globe-Royal, chairman; 
Howard A. Moreen, Aetna Life; Fran- 
cis T. Curran, Commercial Casualty; 
C. Manton Eddy, Connecticut General 


Life; Harry V. Williams, Hartford Ac- 
cident; E. H. Marshall, Indemnity of 
North America; and George E. Light, 


‘ACCIDENT 


Conference to Extend 
Regional Meeting Program 


Three new members and one asso- 
ciate member joined H. & A. Under- 
writers Conference at a meeting of the 
executive committee at Chicago. 

The new members are American Re- 
serve Life, Omaha; American General 
Life, Houston, and Guardian Interna- 
tional Life, Dallas. The actuarial firm 
of Bowles, Andrews & Towne, Rich- 
mond, became associate members. 

The committee voted to provide an 
accelerated program of regional meet- 
ings for the coming year. It is planned 
to have one-day meetings held in vari- 
ous sections, in cities centrally located 
to conference companies. While these 
meetings will be developed for the in- 
terest of conference members primarily, 
they will be open to everyone interested 
in A. & H. insurance. 


To Move A.&H. Association 
Office to Chicago Aug. 1 


International Assn. of A. & H. under- 
writers will occupy its new headquarters 
office in the Insurance Center building, 
330 South Wells street, Chicago, Aug. 
1. The move to Chicago from Indian- 
apolis, directed by the executive secre- 
tary, Wesley J. A. Jones, was authorized 
‘by the association’s executive board at 
its recent convention. 

Due to unforeseen circumstances, the as- 
sociation’s A. & H. sales course planned 
for Drake University, Des Moines, Aug. 
1-12, has had to be cancelled. The date 
for the next session of this course will 
be announced later, althought it is not 
expected to be taught at Drake before 
the end of the current calendar year. 
Plans are in progress to offer the course 
at an eastern university in the near 
future. 














Anderson Talks on Selling 
To San Antonio Assn. 


San Antonio Assn. of A. & H. Under- 
writers heard A. D. Anderson, Occiden- 
tal Life home office supervisor for the 
southwest, talk on selling. He devel- 
oped the necessity for an agent knowing 
the policies which he seeks to present 
and that he be able to present clearly 
and effectively the benefits and the re- 
strictions of the policy he offers. He 
stated that often a policy will be sold 
because of what it does not do. 

Mr. Anderson said many agents con- 
centrate on life insurance and regard 
A. & H. as the little brother of life in- 
surance. Thus, he said, they will fail to 
solicit the man who has an income of 
$20,000 per year. He declared that this 
man may become disabled by sickness 
or accident and find himself in strait- 
ened conditions which would be obvi- 
ated by a monthly income from a policy 
providing sickness or disability pay- 
ments. 

He called attention to the fact that 
many producers sell a planned program. 
He declared that no personal insurance 
program is complete which does not 
provide disability protection and indi- 
cated that the correct plans for disa- 
bility insurance need thought and con- 
sideration of the problems involved just 
as much as the planned life insurance 
program, 

The association voted to accept mem- 
bers at large from the smaller towns 
around San Antonio for $6 per year. 
O. D. Harlan gave a report on the 
Cleveland convention. 


“Quota Buster” Luncheon 


Kansas A. & H. Underwriters Assn. 
held a special “quota buster’ luncheon 
at Wichita, honoring Robert W. Hawk, 


Security Mutual, membership chairman, 
whose committee increased the associa- 
tion’s membership from 65 to 169 last 
year to win the National association 
membership cup at the Cleveland con- 
vention. Only the Chicago association 
exceeds the Kansas association in mem- 
bership. Claude W. Jackson, Interstate 
Assurance, retiring president, presided, 
E. L. Mack, Provident Life & Accident, 
is the new Kansas president. 


Hodgkins Speaks at Detroit 


Edward R. Hodgkins, superintendent 
of agents for Massachusetts Protective, 
addressed the July meeting of the De- 
troit A. & H. Assn. on “Problems of 
Agents.” There were about 100 mem- 
bers in attendance. 


Plan Wichita Falls Assn. 


The executive committee of Texas 
Assn. of A. & H. Underwriters will 
hold its next meeting at Wichita Falls 
for the purpose of organizing a local 
association there. Plans for the 1951 
Dallas ee of international Assn. of 

& H. Underwriters will also be dis- 
maak 











National Health Program 
to Be Abandoned 


WASHINGTON Administration 
forces in Congress are about to abandon 
the President’s national health program, 
and enact vital parts of the legislation 
dealing with adequate hospitals and 
greatly increased flow of medical person- 
nel, it was indicated in a letter to Hugh 
H. Murray, Jr., president of National 
Assn. of Mutual Insurance Agents, from 
Senator James E. Murray, (D., Mont.), 
chairman of the Senate subcommittee 
conducting hearings on the various 
health programs. Senator Murray said: 

“You will be interested in learning 
that we have already agreed to separate 
the various titles of S-1679 (the Truman 
health plan), and to consider them as 
separate pieces of legislation. 

“T am hopeful,” Senator Murray con- 
tinued, “that we shall pass title I, in- 
volving federal aid to health education 
in the very near future.” 

Mr. Murray had also pointed out to 
both Committees that Democrats and 
Republicans were agreed that no omni- 
bus health program could be passed. 
“But,” he added, “the whole nation 
agrees on the urgent need for personnel 
and hospitals.” 


Asks N.A.1.C. Choices 


LANSING, MICH.—Preliminary to 
selection of standing committees of Na- 
tional Assn. of Insurance Commission- 
ers for the coming year, Commissioner 
Forbes, president of the supervisors’ 
organization, is writing all commission- 
ers relative to their preferences for com- 
mittee places. The Michigan official is 
asking that each of the commissioner 
members list three committees, in order 
of preference, on which he would be 
willing to serve. These selections will 
be recognized to as great extent as 
possible in making the appointments, 
the commissioner F tatiented. 


Schaat Rochester Head 


Charles H. Schaaf, Massachusetts 
Mutual, has been elected president of 
the Rochester (N.Y.) Life Managers 
Assn. Other officers are Paul L. Gui- 
bord, Connecticut Mutual, vice-presi- 
dent; Basil R. Weston, secretary, and 
Frank B. Alberts, Aetna Life, treasurer. 
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Note Difference 


Insurance sales methods were differ- 
ent when this advertisement appeared 
in the Chicago “Tribune” 100 years ago. 
Apparently at that time New England 
Mutual’s agent awaited business at his 

















New England Mutual Life Isnur- 
ance Company, Boston. 


Diino wishing to insure, or requiring further 
information, will please apply at the office of 
igned either p ly or by letter, post 
poe and addressto 
CALVIN DE WOLF 
Clark street, opposite the Court House, 
Chicago, Il. 












door. Then the company had 2,000 poli- 
cies in force and assets of just $320,343, 
while today the company has more than 
600,000 policies in force and assets over 
a billion dollars. 





Use Punch Cards for Mortgages 
Application of punch card equipment 
to mortgage loan accounting was de- 
scribed by Ralph Kennon, comptroller 
and Robert Livermore, manager tabu- 
lating department Northwestern Na- 


tional Life, at the meeting of the In- 
surance Accounting and _ Statistical 
Assn. at Chicago. A year or so ago, 
the company found that the bookkeep- 
ing machine it had was inadequate and 
another would tbe needed. 

It was already keeping the punch card 
records to provide various analyses of 
mortgage investments, but the card 
did not contain enough information to 
allow its use in the complete prepara- 
tion of any schedule or statement in- 
formation. Because of the cost of op- 
erating with both bookkeeping machines 
and punch card equipment, it was de- 
cided to discontinue the former and use 
the punch cards for all information. 


Museum Gets Life Films 


The educational films, “Sharing Eco- 
nomic Risks” and “Search for Security,” 
produced by the Institute of Life Insur- 
ance, have been purchased by the Mil- 
waukee Life Underwriters Assn. and 
presented to the Milwaukee Public Mu- 
seum, The visual educational section of 
the museum will loan the films without 
charge for showing to students and 
other young people’s groups, as well as 
others interested in the role of life 
insurance in the economic life of the 
country. 





Tag move ta talko about... 


ESERVE LOAN LIFE POLICIES DO, T00! 


You have more talking points with Reserve Loan 
Life policies — because you have more to sell. You 
are not limited to any one “specialty” .. you 
specialize in them all. 


With a complete line of proven, practical life poli- 
cies plus a full line of liberal accident, health and 
hospital plans for the individual, family or group, 
Reserve Loan offers a much wider field for sales, a 
much greater opportunity for sizeable earnings. 


RESERVE LOAN LIFE 


Insurance Company of Lexas 


A REGISTERED POLICY COMPANY 
DALLAS, TEXAS 
LIFE, ACCIDENT, HEALTH AND HOSPITALIZATION FOR THE INDIVIDUAL, FAMILY OR GROUP 


XUM 














ESTABLISHED 1897 


THE PEOPLE’S SAVINGS AT WORK 





1939 

















21.8% 


BUSINESS 
SECURITIES 








30.9%——_+} 


REAL ESTATE 
MORTGAGES 














SOURCE: Federal Reserve Board 





- (Major investments of principal thrift institutions 
as percentage of combined assets) 


1948 


33.3% 
U. S. GOVT 


SECURITIES 















REAL ESTATE 
MORTGAGES 


A 


[SS 














PREPARED BY INSTITUTE OF LIFE INSURANCE } 














Wienieneenees Has Rally 
of $200,000 Club 


Manufacturers’ Life’s $200,000 Club 
staged an educational conference in 
Digby, Nova Scotia. Speakers included 
J. H. Lithgow, vice-president and gen- 
eral manager; E. G. Davies, president 
Manufacturers production clubs; J. R. 
Beveridge, associate actuary; T. H. Ne- 


ville, manager field service department; 
Stirling F. Young, supervisor of the 
Woodstock district, London branch; 


George N. Quigley, Los Angeles branch 
manager; and Mack A. Stark of Van- 
couver. 


Reviews Company’s History 


In his address of welcome Mr. Lith- 
gow reviewed the history of the Manu- 
facturers Life in the Maritime provinces, 
where it has done business since the 
year of its founding, 1887, paying trib- 
ute to some of the outstanding figures 
who had helped build the company’s 
business in that area. Turning to the 
general business picture, Mr. Lithgow 
noted that although new business was 
still being produced at the high levels 
of the past few years, terminations 
tended to be higher and he cautioned 
agents to be constantly on the alert to 
keep business in force and maintain 
their renewal incomes. 

C. A. Potter, Halifax, welcomed the 
group to his native Maritimes and told 
of some of the experiences he had had 
as a Manufacturers Life representative 
in the area. Associate Actuary J. R. 
Beveridge told of some of the new fea- 
tures of present day Life Underwriting 
and announced the introduction of a 
new juvenile policy, known as the “21” 
plan 

T. H. Neville introduced the Manufac- 


turers Life’s new direct mail plan to 
the field force. This plan will use the 
reply-o-letter technique that has proved 
highly successful. 

Mr. Young told how humor could be 
used effectively in the sale of life in- 
surance and Mr. Quigley recounted some 
of the advances made in agent training 
since the day he entered the business. 
Mack Stark told how he writes a sub- 
stantial volume of business in an area 
of only seven city blocks in Vancouver, 
and gave a number of interesting case 
histories to illustrate how it was pos- 
sible to build up small policyholders 
into substantial clients. 


Richmond Managers Elect 


The Richmond Life Managers Assn. 
has elected Horace F. Sharp, Atlantic 
Life, president; James A. Blades, Met- 
ropolitan, vice-president, and Samuel R. 
Ames, Mutual Benefit Life, secretary- 
treasurer. 


S. E. Kan. Congress Oct. 21-22 


The annual sales congress of the 
Southeast Kansas Life Underwriters 
has been set for Oct. 21-22 at Pitts- 
burg. 











Forrest S. Talbot has been appointed 
life department educational director by 
Old Line Life. He has been agency 
supervisor for Continental Assurance at 
Madison. He was graduated from Uni- 
versity of Wisconsin in 1942. He is an 
air force veteran. 





Murray Malament of the Eiber agency 
in Brooklyn is the first member of Mu- 
tual Trust Life’s field force to qualify 
for the company’s national convention, 
to be held at Yellowstone National Park 
in August. 








An Emblem 





Inquiries, regarding agency 


Lutherans. 








Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 


of Distinction 
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Ideas and Suggestions 


Political, Economic Changes Play into 
Agents’ Hands, Says W. R. Robertson 


Actually the economic, political, and 
social developments that have disturbed 
sO many insurance men, when analyzed, 
demonstrate that they have played right 
into the hands of the well-informed, ac- 
tive and enthusiastic agent, according 
to William R. Robertson, general agent 
Massachusetts Mutual at Boston. 

First, the outlook for the program- 
ming of insurance for the protection of 
families is brighter than ever; as there 
are three times as many families in the 
right age group with an income of over 
$3,000 as there were prior to the war. 
Secondly, the post-war era with its 
expansion of home building has devel- 
oped a tremendous field for mortgage 
insurance. Also the social trends of the 
government have placed a_ renewed 
and increased emphasis on mass cov- 
erages and employe benefit plans of all 
kinds. On another level, men of wealth 
find that life insurance offers them an 
opportunity to pass their estates on 
with a minimum of shrinkage and the 
maximum of safety of the principal. 
Lastly, opportunities for business life in- 
surance are strengthened by the facts 
that taxes will remain at a high level and 


governmental regulations will remain at 
their present level, all of which places 
greater value on their human life as- 
sets and makes the transfer of closely 
held businesses a problem for which 
life insurance alone has the solution, he 
said. 

Superficial Examination 


Even a superficial examination of the 
economic outlook will divulge that even 


though there may be a slump in the 
national income from the 1948 record of 
over $200 billion there will still be 


nearly three times more national income 
than in 1940. In addition there has al- 
ready been a slight drop in the cost of 
living and if this continues, it will mean 
that there will be approximately the 
same surplus income for discretionary 
spending and saving this year as there 
had ‘been during the record year of 1948. 
However, in the future, agents are going 
to have to work harder to convince 
people to invest in life insurance, instead 
of in other consumer goods and luxury 
items. 

As agents will definitely be working 
in a buyer’s market, more concentrated 
effort on prospecting and markets will 
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All right, Mr. Patzsman. 
You had your hand up first. 


Q. what’s the secret of 
success in programming? 


A. **That’s easy, Professor. General American 
Life’s exceptionally complete line of ‘special need’ 
contracts, plus varied and liberal settlement 
options, make it possible for me to offer life insur- 
ance programs that fit the need perfectly. We 
have a contract to fit every situation.” 


Mr. Patzman should know. He sells on a program 
basis exclusively and his far above average volume 
represents an average size policy of $12,036. Having 
the tools to do a job properly is a large part of 


life underwriting success. 
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be necessary. Prospecting rather than 
random sales efforts must be emphasized 
in the future. Using the figure “to plow 
two inches deeper” in the job of cultivat- 
ing and qualifying prospects, Mr. Moore 
prophesied that life insurance sales will 
flourish. 


Favorable Economic Factors 


In spite of the fact, Mr. Robertson 
said, that there is an indication of some 
small drop in the national income in the 
future, there are so many economic fac- 
tors staring the agent in the face that 
there is still much to be thankful for. A 
much greater purchasing power in this 
country is indicated, so that the amount 
of surplus income above that needed 
to pay the basic cost of maintaining the 
present individual standard of living is 
$103 billion, of which at the present 
time about $12 billion is going into per- 
sonal savings, leaving $91 billion of in- 
come for discretionary spending. From 
this we may assume that more is being 
allotted for personal savings but at the 
same time there is still a large amount 
left over for discretionary use of which 
life insurance should be able to get a 
fairly large additional share. 

Another factor which contributes to a 
bright outlook is the growth of the 
country’s population. Since 1940 there 
has been a total population increase of 
161% million people, but in addition to 
this increase in population, what is even 
more beneficial to the life insurance 
business is the fact that the number of 
families has increased at a rate even 
more rapid than the population. There 
are in the United States today 15 million 
families with incomes of over $3,000 a 
year. Over 11% million of the bread- 
winners for these families are in the age 
bracket of 20-54. It is in this family 
group, without question, that there is 
the greatest and most natural market 
for life insurance. It has been in the 
past, and today it is three times as large 
as it was eight years ago. 


INCREASE IN OWNERSHIP 








Another definite economic trend since 
the war is the great increase in home 
ownership throughout the country. This 
has been a fairly obvious development 
as a result of the war and in the light of 
the great growth of families who can 
afford to have their own home. As a 
result of this the steady growth of mort- 
gage loan accounts in commercial banks, 
savings banks, savings and loan associa- 
tions, and other lending institutions in 
the communities all over the nation can 
be noticed. The mortgage retirement 
provision rider used by Massachusetts 
Mutual and other companies has been 
designed specifically to protect these 
debts, to help the agent capture that 
market. This mortgage eliminator sales 
plan is an attractive one, it arouses in- 
terest, and it is definitely salable. 
Illustrative Campaign 

Illustrating what can be done in this 
market, Mr. Moore cited the example 
of two men in the Massachusetts Mu- 
tual Boston agency who put on a con- 
certed campaign in this field earlier in 
the year. They selected a suburban area 
outside of Boston where there had been 
a recent increase in new housing. On 
two successive weekends they drove 
through this new community taking the 
names off of the mail boxes of the 
houses which looked to be quite new 
and appeared to be homes of better than 
average prospects. Obtaining a voters’ 
register for that community which gave 
them, in addition to the names and ad- 
dresses, the approximate age and gen- 
eral occupational classification for each 
of these persons, they then were able 
to do some further qualification and 
elimination. 

With further sifting they ended up 
with approximately 100 partially quali- 





fied names and addresses within the 
preferred age and occupational groups. 
Spending two evenings a week calling 
on this group over a period of six w eeks, 
they closed eight cases out of approxi- 
mately 60 names to whom a pre- 
approach letter had been sent. As an 
incidental result of this prospecting, 
they also discovered several individuals 
with whom they are now working on a 
programming basis. 


Welfare Activities 


The continued welfare activities of the 
government will be expensive so that 
the tax bill will remain at its present 
high and may increase in the future. 
Such things as a strong military estab- 
lishment, foreign aid, public housing, 
etc., continue to make changes in our 
economy that will probably result in 
further governmental management of 
business and of the economy in gen- 
eral. However, the life insurance in- 
dustry is extremely flexible, and _ will 
probably be able to come up with the 
answers, as it has in the past, which 
will enable insurance people to go on 
marketing insurance, a commodity upon 
which the country is becoming so de- 
pendent, Mr. Robertson said. 

These social and economic trends 
which at first glance look so severe, and 
may change our national picture so tre- 
mendously, give the agents a great many 
opportunities. In the first place, these 
same social changes bring about an in- 
creased market for mass coverages. 
There is not only the opportunity but 
also the responsibility to see that pri- 
vate enterprise provides these employe 
benefit plans, instead of the state and 
national governments. This market 
should not only be accepted but also 
should be pursued; in the fields of all 
group lines, life, casualty and pension 
plans. If private channels are unwilling 
or unable to function properly to give 
these coverages that are being de- 
manded and desired, public pressure 
will force further expansion of govern- 
mental activity. Therefore, this _pre- 
sents a challenge to people in the busi- 
ness to develop group and mass cov- 


erages which can satisfactorily keep 
government out of the business. 
Industry in the Middle 

In a period such as this when an 
economic and social struggle is occur- 


ring between conservatives and liberals, 
between capitalists and those of opposite 
views, not communists, but those who 
sincerely believe that a new approach to 
the problem of our economy is neces- 
the enviable 


sary, life insurance is in 
position of being in the middle of 


the road. To the right it offers a man 
the opportunity to acquire private prop- 
erty at his own desire and pleasure. On 
the other hand, it offers absence of dis- 
crimination, absence of monopoly, as 
there are so many companies vying for 
business. The industry is carefully su- 
pervised by government in the interest 
of the public, and to a very great extent 
it Operates on a cooperative basis with 
no capital profit, except to the public. 

Using the philosophy of life insurance 
as a poor man’s investment for the rich 
man, millions of dollars’ worth of in- 
surance can be sold to people who need 
it for more than simple family protec- 
tion. There is a definite increasing trend 
on the part of people of wealth to in- 
vest capital in life insurance. There has 
been a noticeable activity in the field of 
insurance bought by grandparents and 
parents, not on their own lives, but on 
the lives of others as a means of passing 
on capital without shrinkage for one, 
two or even three generations. 

The factor of high taxation plus gov- 
ernment al regulation of private enter- 
prise means probable narrower margins 
of net profits for businesses in general. 
With this forecast for lesser profits, 
even greater value is placed on the most 
important of business assets—manage- 
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ment. With these high taxes, the prob- 
lem of transfer of a closely ‘held busi- 
ness on the death of the owner is going 
to continue to be difficult. Therefore, 
in the majority of instances, life insur- 
ance offers the only solution. 

Asa result of this analysis of the eco- 
nomic, political and social picture, many 
ot the incidents which have seemed un- 
favorable are in actuality an opportunity 
tor all insurance men, Mr. Robertson 
stated. 


8 Prospect Grou ps 
Offer Opportunity 
for 1949 Sales 


There are eight groups of prospects 
which offer enlarged sales opportunities, 
Harry O. Rasmussen, general agent of 
Penn Mutual at Newark, said at a re- 
cent company sales conference. 

First is the young adult group. Four 
years ago, the present record of enroll- 
ment in colleges took place. Many 
graduated this year and went to work. 
They have new concepts of money and 
will take jobs at incomes far greater 
than in pre-war days. Instead of think- 
ing in terms of $2,000 or $3,000 more 
life insurance, they are ready to think in 
terms of $5,000, $10,000, or perhaps 
$15,000. 

The next group is newlyweds. 
has been a marriage boom in*the past 
five years; 18% million people have 
taken unto themselves mates. Accord- 
ing to a survey made, 17% have not 
been called on by any agent since they 
were married, almost one in five. The 
next group is the 12 million families 
that have had one or more babies in the 
last five vears. Daddy now has an addi- 
tional heir but also an additional asset 
that he should be told about, in the 
form of social security. Every new 
baby upsets an insurance program. This 
group should be flooded with direct 
mail. Don’t overlook the children. 


Selling Mortgage Cover 
The next group is people with mort- 


There 


gages. In 1939, the total mortgage in- 
debtedness was $17 billion. Now it is 
$34 billion. About 800,000 new homes 


will be completed this year. The odds 
are 9 to 1 the man you call on who owns 
a home will have a mortgage. One out 
of six men, assuming age 35 with a 20 
year mortgage will not live long enough 
to pay for his home. Instead of leav- 
ing an asset, he leaves a liability. Bind 
the life company, Mr. Prospect, not 
your family! 

People affected by the 1948 tax law 
are the next group. Thousands are 
only beginning to realize the real sig- 
nificance of the law. It is essential to 
emphasize, more than ever before, wife 
insurance. The husband needs protec- 
tion on the wife to protect him against 
the loss of the “split” income’ ’ right. Ad- 
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ditional estate taxes must be paid by 
the husband if the wife dies first. 

Don’t overlook U. S. treasury decision 
5515, a decision giving the right to pro- 
vide tax-free income for dependents. 
This is why life insurance is termed 
the best of all family income property. 
A tax-free life insurance income ot $200 
per month is easily equivalent to $250 
per month income from other sources. 
Even a widow ina small income bracket, 
who has to earn a living, must earn ap- 
proximately $100 to buy $80 worth of 
groceries. Life insurance income does 
not shrink. 

The sixth group 
small corporations, 
proprietorships of profits are made by 
men not machines. For the last five 
years much has been done to sell and 
cultivate the idea of business insurance 
to business owners, yet 85% of Ameri- 
can businesses do not have business 
life. 


Women as a Market 

The next group is women. Why is it 
that some underwriters don’t like to in- 
sure women? They are definitely under- 
insured. There are more than 3 million 
families headed by women. There are 
700,000 families headed by a women with 
an income of $3,000 to $5,000 per year. 
Some 400,000 have incomes of $5,000 or 


business, 
sole 


is men in 
partnerships, 


more. About 50,000 have incomes of 
$10,000 or more. Then, there are mil- 
lions of career women, professional 


women with family responsibilities who 
need to be told about retirement plans. 
Almost 1 in 3 adult women have a job. 

“Finally there is that large group of 
people who are presently policyholders. 
There are 80,000,000 of them, but to be 
more specific, let’s talk about our own 
policyholders. Property values have 
enhanced considerably in the past years. 
What about the enhancement of human- 


life values of your policyholders? Every 
policyholder’s potential earnings are 
greater today than in 1940 or a few 


years ago. That increase in potential 
earnings should be insured.” 


Students Tell How They 
Would Sell Life Covers 
If They Were Agents 


A panel of students at the college of 
commerce at Louisiana State University 
under Karl D. Reyer, professor of mar- 
keting and merchandising, participated 
in a sales panel as part of their course 
and discussed partnership, group, key 
man and personal insurance. The five 
senior students participating were Dan 
Carlock, D. Y. Smith, R. M. Stuart and 
Richard Wall and Jack Persac. 

The use of a Dun & Bradstreet index 
selling partnerships was described by 
Mr. Stuart. He explained that under 
each business are listed the names of the 





partners, the worth and credit standing 
of the partnership, and the worth otf 
each individual partner. In this way, 


he said he would be able to size up the 
needs of the partnership and tailor his 
approach. He said he would not make 
it a practice to call the prospect for an 
interview for his initial contact, because 
it is too easy to say “no” or “not in- 
terested” over the telephone. He based 
his sales talk upon the main idea that a 
partnership has a limited life and sells 
the idea of protecting the business and 
each partner by having them take out 
a policy on the other. 

The reasons why Mr. Persac said he 
would sell group life was to make more 
money and to provide life insurance for 
people who possibly otherwise could 
not have paid for it. Everyone is in 
business to make profits, he pointed out, 
so the agent must explain to the em- 
ployer the benefits he will receive. These 
are: Less worry, retention of trained 
employes and relief of the moral lia- 
ability that employes have to employes. 
During the interview, it is wise to men- 
tion to the prospect that one of his 
competitors has the group plan, he 
stated. If the employer is not interested, 
sometimes employes can be interested 
in bringing it up in their talks with man- 
agement about their problems. 

A rule followed by Mr. Carlock was 
never to approach the key man, himself. 


He suggested approaching the colleagues 
or associates, whom the insurance will 
benefit more than anyone else. He ap- 
peals to the prospect’s motives of gain 
and fear and applies them to key man 
cover. 

On personal coverage, D. Y. Smith 
stressed the selection of a particular 
form, such as endowment, annuity, lim- 
ited pay, etc. and selling the prospect 
what he needs. Know all the forms of 
coverage, he suggested, so that the pol- 
icy can be applied to the individual's 
specific needs. 


Minnesota Mutual Holds 


Regional at Galveston 


Minnesota Mutual Life held its first 
regional convention at Galveston. A. D. 
Harmer, director of agencies, introduced 
Texas agents who gave brief talks on 
different phases of selling, after a wel- 
coming address by the president, Harold 
J. Cummings. 

Charles B. Oliver, Jr., Waco, talked 
on securing appointments by telephone. 
He stressed the proper time to call and 
best technique to use. Boyd L. Weide, 


Austin, discussed use of direct mail. 
R. F. E. Wiedeman, Dallas, spoke on 
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Ayres, Dallas, and Andrew Semetko, 
Austin, spoke on different aspects of 
business conservation. 

Vincent Triolo, Houston, brought out 
the agent’s need of time planning, and 
of establishing a definite daily program 


of calls. Jacques Pierre, Houston, de- 
veloped the importance of prospect 
analysis and use of sales helps. 


The program of short talks was con- 
cluded by Mrs. Penny Parks, Rosen- 
berg, whose topic was “How Mrs. 
Agent Can Build or Break Her Hus- 
band.” 

The second day was devoted to a 
clinical study of sales material and its 
use. T. A. Phillips, board chairman, 
closed the convention with a review of 
present economic conditions in com- 
parison with those existing before the 
1929 crash, and was optimistic of the 
future outlook. Mr. Cummings reported 
that the company will hold a national 
convention at St. Paul in August, 1950. 


Republic National broke all records in 
honoring President Theodore Beasley in 
a birthday campaign by submitting $3,- 
519,894 in life business and $58,832.90 in 
new A. & H. premiums. This exceeded 
the best previous month (June, 1948) by 
a considerable margin. The company has 
ended the best six months of new busi- 
ness in history. Life production through 


appointment getting and how to de- June 30 is 10.2% ahead of last year. 
velope them into definite later inter- 4) ¢ H. production is 107.6% ahead of the 
views. Maurice Mann, Houston; Frank same period in 1948. 








FULL COMPANY 
COOPERATION 


An energetic publicity plan has 
been prepared for you. Write for 
the complete story, so that you, 
too, can share in this splendid 
promotional campaign. 





EVERY PARENT A PROSPECT 


for RELIANCE JUVENILE ESTATE BUILDER 


Visualize for a moment, the average parents’ 
keen expectancy, hopes and enthusiastic ambi- 
tion for the future welfare of their children. 
Now you can offer them a plan whereby all 
their fervent imagination, as to their child's 
future, is secure. 


Ist. LIFETIME FINANCIAL SECURITY 
2nd. PROTECTION EVERY YEAR OF LIFE 
3rd. FUNDS FOR EDUCATION 

4th. AMPLE FINANCIAL BACKGROUND 
5th. FAMILY PROTECTION 

SEND FOR FULL INFORMATION on 
THIS BIG SALES OPPORTUNITY 


Our agents report this Juvenile Estate Builder 
plan to be the fastest selling policy they have 
to offer. 
thusiastic . . . sales are easily and quickly 
made, and of equal importance, the door is im- 
mediately opened for other types of insurance, 
Contact us at once for representation. 


For full details write 
Norman B. Anderson, Supt. of Agents 


Parents are highly pleased and en- 





RELIANCE MUTUAL LIFE INSURANCE COMPANY 


OF ILLINOIS 
AN OLD LINE LEGAL RESERVE COMPANY 


105 W. MADISON ST. 





om mom -mCme) 








BOSTON, 


@ THE MINUTE MAN 





‘ COLUMBIAN NATIONAL 
LIFE INSURANGE Zényaany 


MASSACHUSETTS 


ANSWER TO THE NEEDS OF THE YOUNG FAMILY HEAD. 


Whole life protection while needed, reducing at 58 


Built on Integrity . . . Growing on Service 
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Use of Loan Readaaer 
Helpful on Some Cases 


The following approach has_ been 
used successfully by William F. Lee 
of the Reese agency of Penn Mutual at 








Philadelphia: Let us assume that our 
prospect or his wife has brought up 
the objection that life insurance is too 


complicated. ‘Have you ever tried 
borrow money from the bank?’ es. 
Suppose that tomorrow you went to 
see the cashier and asked him to set up 
an emergency fund of $10,000 for the 


to 
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“9Y4 o4, ” Would you feel that that would 
ask you what collateral you had to offer. 
When: you replied “none,” supposing 
he thought for a few moments and then 
agreed to make the loan. You would 
expect a high interest rate but when 
you questioned the cashier, he replied 
“214%.” Would you feel that would 
be unusually low? Also, let us suppose 
that the cashier said that if the emerg- 
ency arose, they would turn the $10,000 
over to your wife and she would be re- 
quired to make no further interest pay- 
ments, 

Furthermore, you were informed that 





You HAVE 





IN EVERY 














COMMUNITY 
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5057 WOODWARD 


WHEN YOU'RE WITH THE 
MODERN WOODMEN FIELD FORCE 





More than 8000 local camp secre- 
taries, who’ collect payments from 
members, are valuable aids for 
agents in the acquisition and conser- 
vation of business. Friendly and 
well-known in his community, the 
camp secretary is a “natural” asa 
center of influence. 








Sagat ssion. 


Many profitable leads also come 
from the more than 420,000 adult 
and junior members, affiliated with 
camps throughout the nation. -Lecal 
camp activities publicize and adver- 
tise the Socie to non-members. 
These “door-openers,” plus « modern 
goons’ —— program, help estab- 
lish the Modern Woodmen field man 
in = _nborecting end well-paying 








AVENUE 


Oe Ge ee ILLINOTS 


Hand in 


at play. 






Attractive territory and unusual 
Sales Opportunities are offered by: 


your wife would never have to repay 
the loan, but that the bank would give 
her clear title to the entire $10,000. And 
supposing the cashier were to turn to 
you and say “if this emergency should 
never arise, but some day later on you 
want to retire, we will turn over to you 
your interest payments together with 
the interest it has earned, would you 
feel that they were making an extremely 
good loan?’ ” Your prospect will invari- 
ably say, “Why yes, indeed; but no bank 
in the country would make such an 
offer. 
However, my company is willing to 
make that offer to you today, providing 
you can qualify.” 

Se a are a few points I keep in 
mind: Life insurance is not an intang- 
ible because I sell money for future de- 
livery. Money will buy anything tang- 
ible. To the objection ‘I don’t have the 
money, I reply ‘That’s why I’m here; 
I sell money.’” 

No one wants life insurance, but 
everyone wants waht life insurance will 
do. The purchase of life insurance does 
not involve any new assumption of re- 
sponsibility. The responsibility already 
exists and life insurance is the most 
efficient and the cheapest way of meet- 
ing it with certainty. Men buy life in- 
surance not because someone might die, 
but because someone else must go on 
living. 


Watson, Ashman Promoted 
By Lincoln National Life 


Thomas A. Watson, regional group 
manager in Chicago for Lincoln National 
Life since 1945, has ‘been promoted to 





T. A. Watson 


Cc. R. Ashman 


group sales manager, and Carl R. Ash- 
man, actuary in the group department 
since 1946, has been named administra- 
tion manager and actuary in the group 
department. 

Mr. Watson succeeds Arthur C. Rog- 
ers, who is leaving the company to en- 
gage in general agency work. 

Mr. Ashman joined Lincoln National 
in 1931 as assistant actuary, and in 1938 





Hand. 


es IS children’s way to express happiness 


Life Insurance has joined hands of millions to 
secure a measure of financial independence. 


Members of The Maccabees, by mutual 
association, have created more than 
$300,000,000 of insurance protection 
for self and dependents. 















MACCABEES | 


DETROIT 2, 


A AR LORETO 
MICHIGAN 






Your reply is, “That is correct. ° 











was named associate actuary. He is a 
fellow of the Society of Actuaries. 

Mr. Watson is a graduate of Indiana 
University, and was a bomber pilot 
during the war. He joined the company 
in 1945. 


Morris Newark General 
Agent of Bankers Nat'l 


Arthur P. Morris has been appointed 
general agent of Bankers National Life 
at Newark, its first 
general agency 
there. 

Mr. Morris as 
president of the life 
agents council of 
Northern New Jer- 
sey Life Underwrit- 
ers Assn., organized 
the New Jersey 
Quarter Million 
Dollar Round Table 
and fostered the 
New Jersey agents 
qualification bill, 
which went into ef- 
fect this year. He 
has been a vice-president and director of 
the Northern New Jersey association. 

He attended Lehigh and Albright 
Universities and has been assistant man- 
ager of Home Life at Newark for the 
past nine years. 





A. P. Morris 





Continental Coast Fete 


The Pacific coast department of the 
Continental companies, was host to the 
general agents and leading producers 
at a luncheon meeting at Los Angeles. 
Guests of honor and speakers were Rol- 
lin Clark, first vice-president, Howard 
Reeder, vice-president, and Raymond 
Belknap, executive assistant. 





Southwestern Life reports the largest 
six months business in its history, with 
an increase of $35,111,268 in insurance in 
force during the six month period ending 
June 30. The total insurance in force 
reached $732,319,408. During that period 
the company wrote $55,614,604 of paid- 
for insurance, an increase of 14.8%. 





Ward Funk, a 
newly elected assis- 
tant secretary of 
John Hancock, has 
been an_ assistant 
manager of the 
group department 
for the past five 
years and has spe- 
cialized in the sale, 
underwriting and 
administration of 
insured pension 
plans and_= group 
annuities. 











LEGAL reserve fraternal 

life insurance society for 
all Lutherans on 3% American 
Experience reserve basis. Thirty- 
one years old — $252,984,452.00 
in force. Mortality experience 
1948 24.44%. Rate of assets to 
liabilities—108.56%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically re- 
ceived by our field force. You, 
too, will be interested. 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesota 


—— 
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Trust Company Inroads in Pension Field 


(CONTINUED FROM PAGE 1) 








there being the largest in the field out- 
side of New York. These banks can act 
as trustees for the funds of firms any- 
where in the country. There are a few 
other trust companies in the field. 

Most trust companies are authorized 
+o administer pension funds but many 
have neither the desire, staff, size, nor 
connections to become important. Cases 
such as the International Business Ma- 
chine pension which is administered by 
a small Endicott, N. Y., trust company, 
are rare. 


Personal Trusts Decline 


One reason behind the trust company 
drive for pension fund business is the 
ection in personal trust business since 
the depression, and the high income, 
inheritance, estate and gift taxes which 
have prevailed since. Personal trusts 
are dwindling. 

Some business is also placed with 
trust companies by the large brokerage 
houses, while some of it comes directly 
irom the insurance managers of indus- 
trial firms who feel that they can fund 
a pension plan cheaper with an unin- 
sured plan. The number of qualified 
insurance managers in large firms has 
greatly increased. Formerly insurance 
may have been handled by a company 
treasurer or controller in addition to 
other duties. Now many insurance man- 
agers earn high salaries and concern 
themselves exclusively with insurance. 
They survey the field before adopting 
a plan. 


Expense Arguments 


Advocates of uninsured plans use sev- 
eral arguments. The primary point is 
that higher interest on the funds can be 
earned than 2%, 244%, or 2.5% which 
the insurance companies offer. Most 
insurers guarantee 2% but in recent 
months, one joined the ranks of the 
jew guaranteeing 214%, while another 
announced that it was writing pensions 
on a 2.5% basis. The uninsured plan 
people point out that an intelligent in- 
vestor can earn 2.8% or 2.85% on the 
market. Insurance companies earn as 
much or better but the difference in the 
rate they guarantee and the rate they 
earn is later put into dividends, with 
some used for expenses. 


Use Private Placements 


On the investment management side, 
the Bankers Trust Co. shows no hesi- 
tancy in pointing out that it is able to 
make good use of private placements in 
investing pension funds it administers. 
In one of its sales pamphlets it states, 
“A number of the better grade re- 
funding and new Capital issues are cur- 
rently handled through private sales to 
large institutional investors. The amount 
of funds available for investment in our 
pension trusts places us as trustee in a 
Position to participate in private place- 
ments which are attractive and desir- 
able investments for our funds. By an 
opinion obtained from the Securities and 
Exchange Commission, Bankers Trust 
Co., as trustee, is regarded as a single 
purchaser in these private sales in buy- 
ing bonds for its pension trusts over 
which it has investment control.” The 
life companies have no corner on the 
private placement market, it appears. 





Benefits Paid Since 
Organization 


$58,091,589 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 
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In addition to increased interest earn- 
ings, which the uninsured plan pro- 
ponents say may make a 15% difference 
in the cost of a pension plan, there are 
differences in opinion as to which mor- 
tality table or variation should ‘be used. 


Insurers are charged with being too 
conservative in their mortality  esti- 
mates. 


It is also asserted that insurers, by 
using an 8% loading, 3% for expenses 
and 5% for contingencies, are ultra- 
conservative, and so, more expensive. 
One consultant summed it up by saying 
that he could sometimes indicate a 25% 
saving by using an uninsured plan rather 
than insuring it. This was broken down 
into a 15% saving on interest, 5% on 
contingency, and 5% on the expense 
loading, which includes a tax saving. 

Insurers argue that their plans are 
guaranteed and that uninsured plans are 
not, and that the differences in present 
expense are evened by later dividends, 
which though indicative and not guar- 
anteed, are usually paid. They admit, 
however, that the delay in dividends, ne- 
cessitated by the building of sufficient 
reserve to guarantee the plan, is a 
handicap to them in the minds of some 
employers. 

Pension business has slowed of late 
for both trust companies and insurers 
because of doubt as to the form revised 
social security legislation will take, and 
on the outcome of current collective bar- 
gaining over pension plans by labor. 
Once these doubts are settled, however, 
the fight between trust companies and 
insurers will pick up and probably be- 
come even more heated, observers be- 
lieve. 


Agency Clerical 
Expense Analyzed 


(CONTINUED FROM PAGE 3) 





the work assigned to senior employes, 
who draw the higher wages, and the 
overtime is thus more expensive. Usu- 
ally it is better to get another clerk, even 
if the payroll cost is the same, because 
the work will go more smoothly, there 
will be fewer errors, and it is easier to 
regulate the work. Up to this 20-25 
hours it is perhaps more economical 
and easier to pay overtime to present 
employes to get the work done. 

f the agency doesn’t need an addi- 
tional full time employes, perhaps it can 
secure someone to work half time, to do 
some of the routine work. The next 
step of course is to hire a junior clerk. 


$65 a Week in One Agency 

One agency was paying $65 a week 
overtime when, analysis showed, it could 
have accomplished the same job by pay- 
ing $15 to a half time junior clerk. The 
reasons were many. It was using no 
form letters or mechanical dictating 
and transcribing equipment. At least 
25% of agency letters were written, 
polished and then rewritten. All letters 
had to be reviewed by one person, creat- 
ing a real bottleneck and providing a big 
reason for overtime. No stenographer 
was permitted to go home until her mail 
was Okayed. 

Every letter had to be answered or 
acknowledged and every premium pay- 
ment receipted the day received. If the 
afternoon mail brought in 300 to 400 
premiums, which it sometimes did, the 
cashier and his assistant had to stay to 
receipt and get out the mail, even on 
Friday. 

Everything that dealt with policy sur- 


._ renders or lapses was assigned to the 


cashier and senior clerk. Perhaps a 
senior clerk or cashier should review 
these items, but detailed work with them 
could be done by lower priced per- 
sonnel. 

On “initial lapses”—policies on which 
the grace period had expired—the com- 
pany furnished fine form letters on 
which the agency could “match-in” the 


name handily and satisfactorily. But the 
agent who wrote the case, or cashier, or 
general agent, dictated personal letters 
on each such lapse. Usually these lapses 
piled up five or six days and then late 
one afternoon they were tackled. Often 
those writing the “personal” letters did 
not know the persons involved. It was 
hard to see why the agency did not use 
the company letters that had been 
tested, and thus save a lot of time. 

This agency paid soliciting agents and 
brokers twice a month. This work was 
designated “regular overtime.” No at- 
tempt was made to do it in the regular 
day. The agency had about 75 active 
and 45 semi-active agents. With a little 
effect the payments could have been 
staggered, agents would be paid twice 
a month, and the 24 hours overtime 
work each month could be spread over 
regular working hours. 

This was because the cashier opened 
all mail. He arrived at 9 a.m., although 
the staff was in at 8:30. Two of the 
girls had little to do until 9:30 oer 10 
when the cashier finished opening the 
mail. One hour a day by the two girls 
equals 24 hours a month. Almost every 
agency has similar peak jobs, many of 
which can be analyzed in this manner 
and worked into the regular work 
schedule. 


Periodic Work Causes Trouble 


Of the two classes of work, that which 
recurs periodically, and the daily rou- 
tine, the former causes the overtime 
trouble. The latter should cause no 
trouble except in case of sickness or 
absenteeism, 

General agents usually do not use 
tests for office personnel. This is sur- 
prising since most of them are sold on 
testing agents before hiring, and on 
pre-testing prospects. Why not clerks 
and stenographers? Mr. O’Toole recom- 
mends use of the Life Office Manage- 
ment aptitude tests for general clerks, 
the mathematical aptitude test, the typ- 
ing test and the stenographic test, to 
help select good personnel for doing the 
jobs they are best equipped to do. 

No set clerical work formula can be 
applied to all agencies, of course. The 
general agent must analyze his own 
business and office, to learn where im- 
provements can be made. In these days 
of high office overhead expense, this 
seems a worthwhile thing to do. 





Ohio Legislature Adjourns 


The Ohio legislature has adjourned 
after passing a bill permitting domestic 
life companies to invest in the World 
Bank. The senate defeated a bill which 
would have legalized group life insur- 
ance in labor management contracts. 
The Taft-Hartley act provides that wel- 
fare funds of unions must be held by 
trustees, and an effort to change the 
Ohio law to provide for trustees was 
defeated. 





Louis G. Trier- 
weiler, new district 
manager at Aurora, 
Ill., for Franklin 
Life, has been with 
Minnesota Mutual 
there and is a 
member of the IIli- 
nois Round Table. 








L. A. Actuarial Club Meets 


Eugene Neuschwander, Constitution 
Life, was elected president of Los An- 
geles Actuarial Club, and Mrs. Mar- 
garet Hayes, Pacific Mutual, was 
named secretary. Prudential members 
were host to the meeting in their west- 
ern home office. A luncheon was served 
followed by a talk by Richard Mur- 
doch, Prudential, on the _ training 
courses developed by his company on 
“Effective Writing Techniques.” 


Long Gets Amarillo Post 


Pan-American Life has appointed 
Norman C. Long general agent at 
Amarillo, Tex. He has had considerable 
life insurance experience and is a grad- 
ate of the Southern Methodist Univer- 
sity course. He served in the air corps 
during the war. 


Give $500 to Griffith Library 

A check for $500 for the Griffith 
Memorial Insurance Foundation at Ohio 
State University has been presented by 
the Ohio Assn. of Life Underwriters. 
The presentation was made. by Russell 
Cahall, vice-president of the Ohio asso- 
ciation. 





Continental Coast Schools 


Continental Assurance has just com- 
pleted a series of training schools at 
Los. Angeles and San Francisco for 
general agents, managers and personal 
producers. Barton T. Meays, director 
rel field training, was in charge, assisted 

John T. Grant, superintendent of 
po for California. Ellis Schmidt, 
resident vice-president, in charge of west 
coast operations for Continental Casu- 
alty, and Roy Belknap, executive as- 
sistant, participated in the program. 





Great Lakes Mutual will 
branch at Toledo July 25. 


open @ 





Walter F. Martineau, deputy super- 
intendent of the New York department, 
who became executive vice-president of 
Companion Life, New York, July 1, was 
honored at a cocktail party and dinner 
there by about 250 department associ- 
ates and other friends. 


PROTECTED HOME CIRCLE 


A Legal Reserve Fraternal Insurance Society 


S. H. HADLEY, Supreme President 


L. D. LININGER, Supreme Secretary 


SHARON, PA. 











MANAGERS WANTED 


Our U.S. expansion program is well under way— 
Manager's contracts are still open in Cleveland, Cin- 
cinnati and Toledo, Ohio and in Saginaw, Michigan. 


Enquiries welcome from experienced men. Confi- 
dential. Write E. M. Squires, Superintendent, Confed- 
eration Life Association, Toronto, Canada. 
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CALIFORNIA " 





COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 
San Francisco Denver Les Angeles 








ILLINOIS 








THOMAS and TIFFANY 
CONSULTING ACTUARIES 
211 Wi 














Harry S. Tressel & Associates 


Certified Public Accountants 
and Actwaries 
10 S. La Salle St., Chicago 3, Illinois 
Telephone Franklin 4620 


A. 
an, ah wr wre Wa. H. oem, 68-2 
Ww. ‘i. Barkhuff, C.P.A. Rebert M 











INDIANA 











Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis — Omaha 











MISSOURI 








NELSON and WARREN 
Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 











NEW YORK 








Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 
Consulting Actuaries 


6 West 4th Street New York 














Consulting Actuaries 
Auditors and Accountants 


Wolfe, CorcoranandLinder 
11@ John Street, New York, N. Y. 














PENNSYLVANIA 








FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 


Continental Names 
Los Angeles Agency 


Continental Assurance has appointed 


National Associates as general agents 

in Los Angeles. Howard Neal, is the 

pg er a of National Associates. He 
a CL. 

” Metoual Associates has in the past 

specialized in employer-employe bene- 

fit plans. Present plans of Mr. Neal 


call for increased development in the 
pension trust and group insurance field 
along with the development of a mort- 
gage protection insurance department 
and a brokerage department. 

Services of National Associates will 
be made available to life brokers in the 


Los Angeles area. ; 
Mr. Neal is a graduate of the Uni- 
versity of California at Berkeley and 


received the certificate in life insurance 
agency management given by the Amer- 
ican ‘College. He has been a member 
of the Million Dollar Round Table for 
the past nine years. He entered life 
insurance in 1932. 

Charles Cutler, graduate of the Stan- 
ford school of business, is the executive 
vice-president of National Associates. 
Jerome J. Mueller is vice-president and 
is a group specialist responsible for the 
administration of group cases. He is 


QA. te, -atrick Randall is manager 
of the mortgage protection department. 
National Associates recently moved 


into enlarged quarters at 1122 Grenshaw 
boulevard. 


Pacific Mutual Slates Rallies 


Three sales conferences will be held 
by Pacific Mutual in 1950. Qualifica- 
tion will be based on production achieve- 
ment, with opportunity for representa- 
tives to qualify for attendance of their 
wives as well as themselves. Qualifiers 
from the eastern agencies will meet at 
Grand hotel, Mackinac Island, Mich., 
late in August, 1950. Those from west- 
ern agencise at Empress hotel, Victoria, 
B. C., in September. The third confer- 
ence, to be held at Stanley hotel, Estes 
Park, will be for leaders in the railroad 
A. & H. department. 





New C. Z. Commission 


E. C. Lombard, executive secretary 
of the Canal zone, has succeeded F. H. 
Wang as head of the insurance depart- 
ment there. 


Connecticut Mutual Life is increasing 
the maximum limit for single premium 
annuities on one life from $50,000 to 
$150,000. 





_ Phoenix Manager 
William W. Clore, 


brokerage manager 
of the _ Bramhall 
agency of New Eng- 
land Mutual in Chi- 
cago, whose appoint- 
ment as Arizona 
manager at Phoenix, 
effective early in the 
fall, was reported by 
THe Nationat UN- 
DERWRITER, has been 
in life insurance in 
Chicago since 1925. 





FARM MORTGAGE 


DEBT OWNERSHIP 





$2,755 








Estimated Holdings of Principal 
Lending Agencies, in Millions 
(Jan. 1, 1940 and July 1, 1948) 
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FEDERAL INDIVIDUALS LIFE INSURANCE COMMERCIAL 
AGENCIES AND OTHERS COMPANIES BANKS 
SOURCE: U. S. Dept. of Agriculture PREPARED BY INSTITUTE OF LIFE INSURANCE 
’ agency, of which his brother Harold is 
Nat L Vt, Ups general agent. In 1945 he joined the 
h home office agency department. 
Norman Smyt American General Life of Houston | 
Norman Smyth, assistant superin- has recently published a new rate book. 
tendent of agencies of National Life Among the principal changes is the 


of Vermont, has been elected assistant 
to Vice-President D. Bobb Slattery. 

L. S. Brigham, son of former Super- 
intendent of Agencies L. P. Brigham, 
has been promoted from chief account- 
ant to assistant treasurer. 

Stanley Jayne was promoted from 
superintendent of mortgage loans to 
assistant treasurer. : 

Donald W. Pine, assistant superin- 
tendent of mortgage loans, becomes 
chief investment accountant. ; 

Mr. Smyth joined the company in 
1934 as a brokerage supervisor in New 

York City. He was with the Hartford 








WORKERS’ GROUP INSURANCE 


SHOWS STRIKING GROWTH 





Millions of Bersons Covered by 
Group Accident & Health Weekly Indemnity 
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Millions of Persons Covered by 
Group Hospital Expense Senefits 
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Millions of Persons Covered by 
Group Surgical Expense Benefits 


1945 Aii.. 
1948 LLL ee 


Millions of Persons Covered by 
Group Life Insurance 
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LIFE INSURANCE ASSOC. OF AMERICA 

















VIRGINIA & GEORGIA 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 











earn in excess of $10,000 per year. 
offers an unusual opportunity. 


dential interview will be arranged. 











UNUSUAL OPPORTUNITY 
FOR SUCCESSFUL LIFE INSURANCE MAN 


An 82 year old Life Insurance company with more than a billion and a quarter 
of business in force is preparing to select a qualified man as Manager or General 
Agent of its Ft. Wayne Agency. Previous management experience not necessary. 

The territory includes the city itself and several surrounding counties. 

Substantial guranteed basic salary, plus full commissions and over-ride. 


Retirement plan provided. This particular agency 


Write name, address, phone, age and present connection. 


Will also discuss possibilities of a Home Office position. 
National Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois. 


Should 


Private and confi- 


Address V-38, The 








change in the reserve basis for term 
insurance, juvenile insurance and re- 
tirement annuities from American Ex- 
perience 3% to CSO 3%. 





Alex O. Benz, president of Aid Assn. 


for Lutherans and former president of | 


National Fraternal Congress, has been 
reelected a trustee of Valparaiso Uni- 
versity. 





The Clayton Mammel home office gen- 
eral agency of Farmers & Bankers Life 
had a display at the annual greater 
home exposition of the Wichita Cham- 
ber of Commerce. 





G. B. (“Bucky”) Buckley, Northwest- 
ern Mutual, Springfield, Mass., was 
honored by company officials and in- 
surance men in celebration of his com- 
pletion of 10 years as geenral agent. 





Massachusetts Protective and Paul Re- 
vere Life have moved to larger quarters 
at 717 Penobscot building, Detroit. 


WANT ADS 


BRANCH OFFICE MANAGER OR 
GENERAL AGENT 
FOR RICHMOND, VIRGINIA 


One of the twenty largest life insurance com- 
panies in America is going to appoint a branch 
office manager or general agent in its estab- 
lished agency at Richmond, Virginia. Apply for 
interview by letter. Address V-26, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Illinois. 





























LOS ANGELES SUPERVISOR WANTED 


General Agency for one of the old, major, East: 
ern mutuals wants a young and ambitious su- 
pervisor under age 35 for sales training and 
field work. Must have experience as a per- 
sonal producer and general agency ambitions. 
State age, education and experience. All re- 
plies strictly confidential. Address V-25, The 
National Underwriter, 175 W. Jackson Blvd.. 


Chicago 4, Illinois. 











POSITION (WITH A FUTURE) WANTED 
Fifteen yom experience Life, Accident & 
Health, Hospitalization, and Group including 
Agency Education, Training, Supervision. Fa- 
miliar with Home Office one. Field Procedures. 
Have completed Purdue A. and C. L. U. 
courses. Age under 40. comes Immaterial. 
Address V-18, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 
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A philosophy 


that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 
operations. 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 
parent annually. 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 
holders. 











Equitable Life of lowa 


Founded in 1867 in Des Moines 




















THE ACCIDENT & HEALTH REVIEW 





Sd 


The only magazine devoted 
exclusively to the accident 


and health business. 


Monthly plus special annual 
Survey Edition. $2.00 per 


year. 


The National Underwriter Co. 
175 W. Jackson Bivd., Chicago, Ill. 


Enter my subscription to A & H Review, | year $2.00. 
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FOR CAREER LIFE UNDERWRITERS 
Ss Y/ 





NOW 


INCOME AGAINST 
OLD AGE and ILLNESS 


* * * 
Pan American Life Insurance Company 


offers a Career Contract for Career Men 
embracing a Pension for Retirement with 
Disability Provisions and Death Benefits 
....0On A Non-Contributory Basis... . 


Plus ~- 


1. UNEXCELLED SERVICE 
2. COMPETITIVE MERCHANDISE 
3. FLEXIBLE UNDERWRITING 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE CO 


New Orleans U. S.A 
CRAWFORD H. ELLIS, President 


EDWARD G. SIMMONS KENNETH D. HAMER 
Executive Vice-President Vice-President & Agency Director 




















Liberal First Year 
Commissions. 


2. Vested Renewals 
Unsurpassed. 


Bonus on 
Quality Business. 


4. Personalized 
Home Office Service. | 


5. Attractive Retirement 


Plan. 


‘od 


Openings in Virginia, West Virginia, 

North Carolina, South Carolina, 

Tennessee and Alabama. For information write: 
£. DUDLEY COLHOUN, Director of Agen 





oe 


INSURANCE COMPANY, INC. 
























“...and don’t forget 
the Insurance Man! 


“This is it, honey . . . che ‘old homestead’ of the Martin clan. We're 
going to be proud of that place. We've got an architect to give it beauty, 
comfort, convenience . . . a banker to help swing the deal . . . a 
lawyer to make sure it’s really ours. Specialists! But the insurance man 


is just as important . . . because he'll help us own it forever, no 


matter what happens to me. Mortgage insurance will make it a real 


home—from the moment the sod is broken.” 























ETNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Automobile Insurance Company - Standard Fire Insurance Company INP 


HARTFORD 15, CONNECTICUT 





